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100 Proof 


Check up the International Life’s agents’ service and you will find 


that it tests 100 proof. It delivers a kick that makes business look - 


rosier than you thought it could be. 


It’s a natural outgrowth, this service, of the general business policy 
of the company which is so fundamentally sound and so aggressively 
progressive that its development so far—twelve years—has been more 
rapid than that of any other in all the history of insurance. 


If you feel that your business system can profitably absorb a little of 
this stimulating 100 proof service we shall be glad to hear from you. 


INTERNATIONAL LIFE of ST. LOUIS 


The Company of Today with Methods of Tomorrow 


MASSEY WILSON J. L. BABLER 
President Vice-Pres. and Gen. Mgr. of Agencies 


( THURSDAY, DECEMBER 29, 1921 )) 
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STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
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MORE THAN 
TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 








PROGRESSIVE ss CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 








On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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INSURANCE THAT 
INSURES 


PROTECTION THAT 
"PROTECTS 








THE EQUITABLE’S 
COMPLETE CIRCLE OF 
PROTECTION 


A CONTRACT FOR EVERY NEED 








THE EquiTaBLeE Lire ASSURANCE SOCIETY OF THE U. S. 
120 Broadway, New York W. A. DAY, President 
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DEMAND FOR POLICY | 
LOANS STILL PERSISTS 


New Record Set During 1921 for | 
Number of Loans to | 
Policyholders | 


NO IMPROVEMENT SEEN 


General Criticism Made of Character of 
Service Rendered to Life In- 
surance Borrowers 


NEW YORK, Dec. 28.—As the year 
comes to a close, one fact stands out 
strongly in the minds of life insurance 
officials, and that fact is, that 1921 has 
been the most unsatisfactory year in the | 
history of life insurance so far as policy 
loans are concerned. Although most 
life companies did about as much busi- 
ness this year as was written in 1919, 
and there is no serious complaint over 
the amount of new life insurance writ- 
ten in 1921, it is certainly true that a 
great many life insurance officials are 
not only worried, but actually alarmed 
over the large number of policy loans 
that were negotiated during the 12- 
month period just closing. Beginning 
with about April, the requests for policy 
loans were exceptionally heavy. Dur- 
ing the first few months of the year, 
policy loans were not made in abnormal 
numbers, but after April came the 
deluge. 

Demand Still Strong 


Owners of all kinds of policies asked 
for loans. The wealthy man holding 
large amounts of life -insurance fre- 
quently requested the loan limit under 
his contract. The small salaried man 
with only a small policy got into the 
game and took down his loan value. 
Policyholders with numerous depen- 
dents had no hesitancy in getting all 
they could from their life insurance 
companies in the way of policy loans. 
In other words, “everybody was doing 
it” this year, with the result that life 
companies were confronted with a situ- 
ation never before equalled in the life 
insurance business. Today the condi- 
tion is little, if any, improved. The de- 
mand for policy loans continues, and 
there is nothing in the present situation 
to indicate that policy loans are to be 
smaller for many months to come. 


Loans Seldom Repaid 


A company official in discussing the 
abnormal requests for policy loans said, 
“The deplorable thing about it is that 
the great majority of men who take 
down the loan value of their policies 
never pay back the money borrowed in 
this way. The man who gets a loan on 
his life insurance policy has usually 
exhausted every other avenue of credit. 
Men with the proper sense of respon- 
sibility hesitate some time before re- 
ducing the amount of their life insur- 
ance contract through a loan. This 
simply means that the man who is 
finally forced to request the loan value 
of his life insurance policy is in rather 
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Manager of the Mutual Life and President of the Chicago Life 
Underwriters Association 





DARBY A. DAY 


radiate Prosperity, 
Courage and 
without 


We desire to 
Cheerfulness, Sincerity, 
Good Will. We wish to live 

















hate, whim, jealousy, envy or fear. We 
wish to be simple, honest, natural, frank, 
clean in mind and clean in practice; to 
meet all men on absolute equality; to 
face any obstacle and meet any dif- 
ficulty unafraid and with courage; to 
speak well of our competitors; to pro- 
mote the institution of life insurance. 
We wish others to live their lives ac- 
cording to their own light. If by ex- 
ample or any act we can assist, it will 
be the hand of fellowship extended to 
uplift, rather than to criticise, to dictate, 
to interfere or give advice that is not 
wanted, or assist where our services are 
not needed. If we can help our fellows 
do their task more easily, and if we can 
uplift or inspire, let it be by example, 
reference and suggestion, rather than 
by dictation or injunction; that is to 
say, let us be radiant—radiant of the 
good in life. Let us wish for all man- 
kind a Happy Yuletide and Prosperous 
New Year, content in the thought that 
we contribute much to prosperity by 
spreading the mantle of life insurance 
protection o’er the families of our com- 
patriots and friends, for whom none 
other than the institution of life insur- 
ance can, or will, do more. 








bad shape financially. He is hard 
pressed for money, is in financial straits, 
and asks for the loan value of his 
policy as a last resort. Men in circum- 
stances of this kind are often not able 
to pay back what they have borrowed. 
Their condition frequently becomes 
worse instead of better. The records 
of any life insurance company will show 
that the great bulk of policy loans are 
never repaid, and I think the reason is 
that most policyholders who ask for 
policy loans are pretty far gone finan- 
cially when they make the request.” 


Suggests Smaller Values 


A somewhat radical suggestion was 
made by the vice-president of one of the 
New York companies who said, in the 
course of a conversation relating to 
policy loans, “Since policyholders have 
flooded us with requests for policy 
loans, I have thought many times that 
it might be a good idea for a company 
to revise its contracts with the idea of 
giving more life insurance and a smaller 
loan value. I am thoroughly convinced 
that under many forms of policies, and 
particularly the larger ones, the loan 
value becomes entirely too attractive 
after the policy is 10 or 15 years old. 
The temptation to take down the loan 
value is very strong. As the loan value 
increases, the policyholder becomes 
more and more inclined to get this cash 
and make use of it for investment pur- 
poses, or to pay off outstanding indebt- 
edness, or tor half a hundred other 
things. I realize that to reduce the loan 
value of a policy, and at the same time 
increase the amount of life insurance 
granted without altering the premium, 
would mean a revolutionary change in 
the whole method of computing life in- 
surance values. At the same time, I 
contend that if the loan feature of the 
life insurance contract were not so at- 
tractive, the number of loans made dur- 








ing this year would have been decidedly 
smaller. Whether anything can be 
done about this or not, I do not know, 
but I am very positive that the size of 
the loan value of a contract alone in- 
cuces many policyholders to take this 
money down and use it in some other 
way.” 
Insufficiently Explained 

It is the opinion of a considerable 
group of life insurance executives that 
the cash, loan, and surrender values of 
a life insurance policy are not intelli- 
gently enough explained by the average 
agent. They are only incidentally men- 
tioned in the original sale of the policy. 
Later on, the twister, or so-called life 
insurance auditor or counsellor comes 
along and offers as a great “discovery” 
the fact that the policy has an attractive 
cash, loan, and surrender feature. Real- 
izing for the first time that he has a 
comfortable sum to his credit, the 
policyholder, on the impulse of the mo- 
ment, can often be induced to take this 
cash and use it either to buy additional 
life insurance or an investment of some 
sort. While there is a danger of the 
salesman emphasizing too strongly these 
features of the policy contract, at the 
same time agency managers and those 
in active touch with life insurance agents 
declare that if the loan value of a con- 
tract were more carefully and painstak- 
ingly explained by agents, the demand 
for policy loans would be reduced to a 
marked degree. 


Condemns Service Rendered 


“No discussion of policy loans during 
1921 would be complete,” said the super- 
intendent of agents of one of the largest 
New York companies, “If the wretched 
service rendered by most companies in 
connection with policy loans were not 
mentioned. It is a positive fact that 

(CONTINUED ON PAGE 9) 





TREND OF TIMES OUT- 
SIDE OF LARGE CITIES 


Agent Declares Most Life Men 
Are Not Selling All Insur- 
ance Lines 


SPECIALIST IN DEMAND 


Development in Chicago and New York 
Regarded as Unrepresentative of 
Country Generally 


A successful life insurance man in a 
middle western city of about 100,000 
inhabitants has written a very interest- 
ing letter to THe Nationa UNper- 
writer. He takes the position that life 
insurance specialists are not only not 
decreasing in numbers, but are actually 
on the increase outside of New York 
and Chicago. He makes the point that 
insurance newspapers have been too 
much influenced by what is happening 
in the two principal cities of the coun- 
try. He points out that, outside of the 
big metropolitan centers, life insurance 
men are developing as specialists, are 
enlarging their selling equipment, and 
are in every way in a better position than 
ever to render high-grade, intelligent. 
life insurance service to the people of 
the nation. His comment is interesting 
and significant. He writes as follows: 


Other Side Should Be Heard 


“It is time that something be said 
on the part of life insurance men who 
are scriously and earnestly trying to 
improve their equipment and to special 
ize intensely in the sale of life insurance 
In THe NATIONAL UNDERWRITER, and in 
practically all of the other life insurance 
papers, we have read a great deal lately 
about how life insurance men are no 
longer devoting all of their energies to 
life insurance, but are instead selling 
accident and health, automobile, plate 
glass, steam boiler, and nearly every 
other form of insurance ever invented 
We have been told by your paper and 
others that the day of the life insurance 
specialist has passed, and that the in- 
surance man of the future will be the 
one who is able to easily and readily 
discuss with a customer everv possible 
form of insurance coverage. In articles 
in the life insurance papers we hay 
read that the day of the man who co 
centrates all of his energy and atten 
tion upon life insurance has passed. 


Big Cities Not Typical 


“What impresses me about these » 
ticles is that in almost every case what 
is going on in New York and Chica 
cited as an example of what is taking 
place in the life insurance world gen 
erally. This is a mistake. What is 
happening in Chicago or New Yor? i 
in no sense typical of the changes that 
are taking place with life insurance men 
in the smaller towns and cities and in 
the country districts. Chicago is an» 
thing but typical when it comes to Ii! 
insurance. Chicago is the home of the 
Life Insurance Field Men’s Club. Ther: 
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are more twisters operating in Chica 
than in any other city in the country. 
Chicago, in proportion to its population, 
has a very weak Life Underwriters’ As- 
sociation. In Chicago there are more 
general insurance offices writing life in- 
surance than in any other city in the 
country, including New York. In Chi- 
cago, the life insurance savings bank 
idea has gained more ground than any- 
where else. In brief, there are more 
unusual phases of the life insurance busi- 
ness to be found in Chicago than can 
be discovered any place else in the 
United States. 


Outside ‘Conditions Different 


“Without further discussing life in- 
surance conditions in Chicago, I think 
that I have made it plain that Chicago 
is anything but representative, so far 
as life insurance selling conditions are 
concerned, Chicago is a city unto it- 
self. It has a peculiar set of conditions 
to meet. Its selling problems are not 
those of the average city. It may be 
very true that in Chicago life insurance 
men have found it necessary to take on 
the sale of other forms of insurance, 
and it may further be true that gen- 
eral insurance agencies in Chicago have 
found that they can successfully carry 
on a life insurance business in connec- 
tion with their other departments, This 
does not mean anything, or at least does 
not mean a great deal so far as the sale 
of life insurance in the smaller towns and 
cities is concerned. In a word, I wish 
to state emphatically and positively that 
the life insurance conditions of Chicago 
are not the conditions of the country in 
general. 


Specialist Getting Business 


“Outside of Chicago and New. York 
you will find that the life insurance 
specialist is still very much in evidence. 
He is the man that is getting the busi- 
ness. It is the specialist and the student 
of life insurance that is writing the bulk 
of the business throughout the country 
today. The poorly equipped, the unfit, 
and the uninformed life insurance sales- 
man has fallen by the wayside. The 
peddler of general insurance is today 
no success as a life insurance salesman, 
in the average town, or in the average 
case. Life insurance is not a form of 
protection that can be casually men- 
tioned and easily closed in connection 
with the sale of several other forms of 
insurance. Life insurance covers a very 
special and personal need. It cannot be 
discussed as casually as fire insurance, 
or automobile insurance, or plate glass 
insurance, or any other form of indem- 
nity that might be considered from a 
purely business standpoint. When a 
man buys life insurance, he had better 
get it from an agent who has made a 
careful and exhaustive study of the 
business, and who knows how to fit a 
policy to the peculiar and special need 
of the particular applicant being con- 
sidered. 

Not Easy to Sell Now 


“While life insurance may be pedd!ed 
around in Chicago by bond salesmen, 
sprinklered risk inspectors, fire msur- 
ance special agents, representatives of 
savings banks, casualty insurance men 
and numerous others, I can tell you 
that very little life insurance is being 
sold in other sections. of the country by 
men who are obviously nothing more 
than peddlers of insurance of whatever 
kind they can sell. Take it from me, 
the men who are selling life insurance 
in states like Iowa, Minnesota, Michi- 
gan, Indiana and Pennsylvania, where 
financial conditions are not particularly 
good, are men who are thoroughly 
steeped in the life insurance btsiness, 
who know it inside and out, and do not 
waste any of their energy in selling any 
other forms of protection. In a great 
many sections of this country where 
general conditions are bad, the man who 
is able to sell life insurance is a mighty 
good salesman. He has all he can do 
to sell life insurance, without spanding 
any time trying to sell any other form 
of insurance. 


“You can put it down as a fact that 








RELATION OF BANKS TO INSURANCE 


Cleveland Financier Points Out Advantages of Being “Just a Bank” 





BY WILLIAM P. SHARER 
President the Midland Bank, Cleveland, O. 


NSURANCE companies and banks 

that maintain savings departments 

are natural allies. Both assist their 
customers in the creation of estates, 
and there can be no conflict of interest 
between them. 

Of course, what banks want is de- 
posits, and, at first sight, an affiliation 
with some particular insurance company 
may promise a considerable number of 
savings accounts, which would other- 
wise be unobtainable. Particularly at 
this time, when the deposit totals of so 
many banks are shrinking, propositions 
of this sort are very alluring. It is no 
wonder that financial institutions every- 
where are interested. 

Alliance with a particular insurance 
company has not, however, seemed ad- 
visable to the Midland Bank, and for 
reasons readily understood. 


Arguments Against Plan 


A _ bank’s ability to make money de- 
pends upon the aggregate of its deposits 
—not upon the number of its accounts. 
In fact, banks often lose money when 
their efforts are directed solely to 
adding to the number of their customers 
without taking into consideration the 
total deposits secured therefrom. This, 
however, is not the most important 
argument against alliance with a single 
insurance company. 

Banking is a distinct and highly 
specialized business. A bank serves 
other businesses, and the quality of its 
service determines its growth. If a 
bank competes with other business 
houses in their specialized lines it can- 
not expect to hold their. good will or 
their business. Indeed, the bank which 
supplies truly satisfactory banking serv- 
ice can certainly expect more business 
from friendly insurance men than it 
could ever hope for through affiliation 
with but one small group of them. 


Insurance Men and Lawyers 


There was a time when the trust de- 
partments of financial institutions were 
accustomed to draft wills and to wel- 
come legal business, but they soon 
learned that, by willing cooperation, 
they could get more business from the 
lawyers than they could ever take away 
from them. Now they urge customers 
to have their personal attorneys draw 
their wills, and it pays. 








Insurance men make at least as much 
money as lawyers, and there are more 
of them. Insurance people are on the 
move all day and every day. They see 
people and talk with them. Their op- 
portunity to influence business to a bank 
is as great as that of any group of busi- 
ness men. We want them on our side. 


Endorses Cleveland Resolutions 


My attention has been directed to the 
resolutions touching upon the question 
which were recently adopted by the 
Cleveland Life Underwriters Associa- 
tion. I believe the insurance men are 
right, as far as they have gone, but I 
think they might well have gone farther. 

I have said that I believe that the 
bank which gives good service can get 
more business from the insurance men 
than it can get away from them. I am 
just as sure that the insurance com- 
pany whose representatives are capable 
and diligent can get more business out 
of any community under the old ar- 
rangement than by alliance with any 
bank. 

Personally, I should prefer the friend- 
ship of all the insurance men to alliance 
with any one company. I am sure that 
most insurance men would rather be 
friends with all the bankers than be 
unpopular with all but one. We all 
know that reciprocity goes a great way 
in any business. 


Would Be “Just a Bank” 


But these are insurance men’s rea- 
sons, and there is a banker’s reason for 
our policy which, I think, must also 
command consideration. 

It is my persqnal conviction, sup- 
ported by many years of experience in 
the banking field, that it is the soundest 
policy for any financial institution to 
be “just a bank.” 

The proper function of a bank is to 
facilitate by its service the business 
transactions essential to the life of its 
community. It is, in a sense, a financial 
trustee ‘for the community in the com- 
munity’s dealings with itself. If it is 
to compete with various business inter- 
ests—insurance, real estate, investment, 
steamship tickets, etc—it cannot but 
sacrifice a large measure of that good 
will upon which the value of its service 
and its opportunity for growth must 
alike depend. 





the tendency in life insurance is more 
and more toward specialization, in spite 
of anything that may be happening in 
New York and Chicago. The really 
big and important life insurance man 
today is keeping pace with the educa- 
tional developments in life insurance. 
He is better equipped than ever before. 
He takes seriously the work being done 
by the Carnegie Institute of Technol- 
ogy, in connection with the training of 
life insurance men. He recognizes the 
great work being done by life com- 
panies that are conducting home office 
training schools, or correspondence 
courses, or regional educational meet- 
ings. He knows the value of and at- 
tends the one-day sales congresses that 
are held each year all over the country. 
He reads life insurance publications. 
He appreciates the value of special life 
insurance services like the Diamond Life 


Bulletin. To state it all in a sentence, 
he is a specialist, a student, a thor- 
oughly informed and _ completely 
equipped salesman of life insurance. 


He knows no more about plate glass 
insurance or fire insurance than does 
the mechanical engineer or lime and 
cement dealer. There is no reason why 
he should. What the life insurance man 
has to sell, I believe, has no more con- 
nection with fire insurance or fidelity 
bond insurance than it has with the the- 
atrical business or the real estate busi- 
ness. Life insurance is a thing apart. 





A man could devote a lifetime of study 
to it and then learn only a small part of 
what there is to be found out in a study 
of life insurance. 

“There is a greater need than ever for 
men who will devote themselves wholly 
to life insurance, without considering 
what many are inclined to believe are 
allied forms of indemnity. There are 
more prospects than ever for life insur- 
ance today, and what is more important, 
there are more big prospects. The men 
able to buy $50,000 of life insurance or 
more need special service. They require 
the counsel of life insurance men who 
are familiar with every ramification of 
the business. They must talk to life in- 
surance salesmen who are able to advise 
them regarding every feature of their 
policy contract, and everv possible con- 
tingency, such as state, federal, and in- 
heritance taxes. These big life insur- 
ance prospects are the result of a new 
development in life insurance. Such 
prospects alone have created the need of 
a well-informed specializing army of life 
insurance men. That army has heen 
nartially formed, and the ranks will be 
filled uv by those who graduate from 
Carnegie Institute of Technology, or 
who thorouchlv train themselves at a 
home office training school, or through 
the correspondence courses of some of 
the progressive and up-and-coming life 
companies. What happens in Chicago 





LOUISVILLE UNMOVED 


NO INTEREST IN BANK PLAN 





Life Men in That City Consider That 
Opponents of Scheme Have Be- 
come Unduly Excited 





LOUISVILLE, KY., Dec. 27.—AlI- 
though reports are being received from 
some sections of the country indicating 
that life insurance agencies are much 
perturbed over savings banks handling 
a life insurance feature in connection 
with savings accounts, so far the matter 
hasn’t become at all serious in Louis-~ 
ville. 

So far as is known the only business 
of this kind that is being done is under 
a new arrangement between the Com- 
monwealth Life of Louisville and the 
Kentucky Title Savings Bank & Trust 
Company. Under this plan the insur- 
ance company underwrites savings ac- 
counts on a term or endowment basis,, 
whereby the depositor who starts in 
to save $1,000 or $2,000 is promised 
that in event of death that sum will be 
paid to his widow or estate whether 
part or all has been paid in at time of 
death by the depositor. Policies are 
for $1,000 and $2,600 to run ten years. 


Cc. D. Rodman’s View 


C. D. Rodman, general agent of the 
Northwestern Mutual, in discussing this 
subject said: “I feel that the arguments 
advanced by life insurance men against 
the banking feature in various sections 
of the country are foolish. The banks 
are not after big business, nor do they 
want it. They are merely looking for 
something to aid them in selling sav- 
ings accounts to depositors, and for the 
most part they will reach people who 
we could not reach, and in doing it will 
develop new assureds, and believers in 
life insurance. Remember—back in the 
war days—when the life insurance peo- 
ple were wild on the subject of the 
government entering the life insurance 
game, and writing soldiers? Still that 
was the greatest advertisement the life 
insurance people ever’ had, and it has 
made a lot of converts which is going 
to help life insurance selling for a long 
time to come. 


Insurance Good in Any Form 


“If life insurance is good—as every 
life insurance man _ preaches, or he 
hasn’t any business being a life insur- 
ance salesman—then it is good in any 
form that it reaches the public and 
sells the idea of life insurance. If the 
life insurance companies can’t meet any 
form of competition for business that 
comes out, then they have no reason 
for being excited—as they wouldn’t last 
under strong competition of good com- 
peting agents. I feel that there has been 
merely a tempest raised in a teapot.” 

Mr. Rodman called attention to the 
fact that the banking idea as expressed 
in savings accounts was merely a term 
policy idea. The banker isn’t endeavor- 
ing to do an insurance business at all, 
whereas the insurance companies for 
years have been doing a banking busi- 
ness in endowment policies. In sub- 
stance the idea is similar to the ten- 
year endowment. 

Of course some sections of the coun- 
try may have different methods of han- 
dling the matter, but locally the bank 
receives no commission on the insur- 
ance placed. The local agent gets the 
business or the commission, while the 
company gets the business the same as 
if written through solicitors. 





or New York in the meantime will have 
little bearing upon the future develop- 
ment of life insurance. New York and 
Chicago are simply the side currents of 
life insurance. They are not in the 
main channel.” 
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J. L. BABLER’S IDEA OF 
BEST 1922 CAMPAIGN 


Vice-President and Manager of 
Agencies of International 
Life Gives Views 


BANKS’ AID BIG FACTOR 





Slogan of St. Louis Institution Taken as 
Keynote—Cooperation Replaces 
Old Aloofness 





ST. LOUIS, MO., Dec. 27—“We 
recognize life insurance as a prime 
obligation and universal necessity.” 

“This would be my idea of the key- 
note to the forthcoming 1922 life insur- 
ance campaign,” was the answer given 
to the representative of The National 
Underwriter when he inquired of J. L. 
Babler, vice-president and general man- 
ager of agencies of the International 
Life, his view of what the approaching 
New Year holds in store for old line life 
insurance. 

Cites Bank’s Advertisement 

The sentence quoted was from a daily 
newspaper display advertisement that 
Mr. Babler was examining when ap- 





J. Li. 


BABLER 


proached for this interview. It was an 
advertisement about life insurance sav- 
ings published by a national bank in 
St. Louis which properly advertises it- 
self as being the largest banking institu- 
tion west of the Mississippi river. 

The bank claims the distinction of 
having been the first banking institution 
in the country to encourage a movement 
for that kind of thrift by which its cus- 
tomers were encouraged to accumulate 
money in its savings department as a 
systematic and ready means of defray- 
mg annual premiums on an old line 
life insurance policy. 

Change in Attitude Seen 


“Time was,” Mr. Babler continued 
alter laying the advertisement down, 
“when a life insurance man often found 
invincible barriers at the portals of a 
bank. That was only ten years ago. 
With an air of cordial superiority the 
banker informed the insurance agent 
that his bank didn’t handle notes given 
lor life insurance premiums; that they 
experienced too many difficulties any- 
way with prowling life insurance agents 
seeking to lead the lambs of the com- 
munity astray and to devour all the 
cash funds lying loose. 

“What a change has come over the 





MUTUAL TRUST CHANGE 


DISCONTINUES REGISTRATION 





Withdraws from Operation of Illinois 
Deposit Act—Issuing New Policies 
—Other Changes 


On Dec. 31 the Mutual Trust Life of 
Chicago will cease to register its policies 
in_ accordance with an act of the last 
Illinois general assembly, which pro- 
vides that when a company has $50,000,- 
000 or more of insurance in force it can 
withdraw from the operation of the 
Illinois deposit act. As the Mutual 
Trust now has $75,000,000 of insurance 
in force, and assets of over $7,000,000, 
the management feels that the regis- 
tration act is no longer an asset, but 
instead a heavy expense, and the cause 
of great delay in the issuance of new 
business. 

The Mutual Trust Life is one of the 
sound and substantial middle western 
companies. In 1916, when it had less 
than $25,000,000 of insurance in force, it 
discontinued preliminary termed valu- 
ations, for the full level premium reserve 
basis. The company is closing the five- 
year period on the full level premium 
reserve basis with 200 percent more in- 
surance in force, and with its 1916 sur- 
plus substantially intact. This, in spite 
of a heavy death rate in 1918, due to the 
influenza epidemic. 


Several changes are contemplated by 
the company. At the January meeting 
of the board of directors, the manage- 
ment will recommend the company’s 
present dividend schedule be substan- 
tially increased for the dividend year 
commencing May 1, 1922. In the near 
future, the company will issue a new 
rate book containing many new policies. 
Among other contracts will be issued 
endowments at ages 50 and 55, a 30-year 
endowment, and a full list of income 
policies. A child’s 10, 15 and 20 year 
endowment, and an endowment at age 
21 will aiso be issued at ages 1 to 14. 


| Under its new policy forms, the com- 


pany will pay disability benefits imme- 
diately upon receipt of satisfactory 
proof, and at the uniform rate of $10 
per month for each $1,000 of insurance 
in force. 











banking community in the last decade! 
In ten years the banker not only de- 
clares life insurance to be a necessity 
but he is pouring untold thousands of 
dollars into newspaper advertisements 
to proclaim before the public his atti- 
tude toward life insurance and his desire 
to be of service to the community by 
promoting systematic methods to en- 
courage savings for life insurance. Any- 
thing that helps business generally helps 
the whole community and helps the 
bank. The persistent thrift that is 
brought about by life insurance helps 
the community and helps the bank so 
appreciably that the banker grudges 
not a penny of the money that he spends 
toward advertising both the protection 
and the investment elements of life in- 
surance. 

“St. Louis is particularly distinguished, 
I believe, in that its banks and its insur- 
ance companies were pioneers in the dis- 
covery of a community of interest be- 
tween banking and life insurance. The 
possibilities of such a healthy financial 
alliance were discovered by the Interna- 
tional Life as far back as ten years ago 
and we now witness the triumph of that 
happy union. 

Great Financial Combination 


“We enter the New Year with a 
great financial combination that is not 
inhibited by the Sherman anti-trust 
laws. There is a great combine of 
banking and life insurance that works 
no restraint of trade but which pro- 
motes the thrift of the people generally 
and stimulates trade. 

“The combine affords larger service 
to the public, a greater opportunity be- 





TEXAS MAN EXPLAINS|EXTENT OF DUTIES OF 


POSITION ON EXAMINATIONS 


Commissioner Hall Tells What He 
Meant by His Former Letter 
to Button 


Commissioner of Insurance Ed Hall 
of Texas has addressed a letter to Com- 
missioner Button of Virginia, chairman 
of the committee on examinations of the 
National Convention of Insurance Com- 
missioners, making plain his position 
with regard to Texas participating in 
all examinations. This follows criticism 


by commissioners at the New York 
convention who believed Mr. Hall 
wanted a Texas examiner present in 


each examination and pile up the ex- 
pense in no small way. 

Mr. Hall explains that he did not in- 
tend nor desire to have an examiner 
present in the examination of every 
company doing business in Texas, but 
that his sole thought was and is to have 
reports of examinations filed in his 
office as soon as available where com- 
panies are operating in his state. He 
says he wants this information for the 
insuring public, as his department is 
frequently asked questions it cannot 
answer, but could answer if it had a 
copy of the last examination report. 


Commissioner Hall’s Letter 


Mr. Hall’s letter follows: 


letter of Nov. 28, 


criticism 


Referring to your 
and also answering whatever 
may have been made of our letter of 
Nov. 22 at the Commissioners’ Conven- 
tion held recently in New York, it ap- 
pears that there was a misunderstand- 
ing by a number of the commissioners 
of the extent of participation intended 
in our letter. It did not occur to 
that such an interpretation would b« 
given else an explanation would have 
been made. 

In that letter it was stated that “The 
commissioners, in supervising the opera- 
tion of the insurance companies and fra- 


ternal societies which operate in Texas 
and whose home offices are in other 
states, deems it best that this depart- 
ment participate in all examinations 
made of such companies and societies.” 

We desired to participate in the results 
of all examinations. It was not our de- 
sire to place an extra expense for ex- 
aminations upon any of the companies, 
but we felt it perfectly just and legiti- 
mate for this department to be advised 
of all examinations made of the compa- 
nies which do business in Texas. We 
were desirous of having on file in our 
office a copy of the report of each ex- 
amination and any criticism of the ex- 


aminers, as we frequently want to refer 


| the 


to these reports and we want to be in| 


to furnish the public upon re- 


information in 


position 
quest any 


regard to the | 


standing of companies which operate in | 


Texas. As the matter now stands, ws 
have to write for it. We see no reason | 
why the examiners could not furnish 
these extra reports or the companies 


could have them furnished to all of the 
states in which they do business. 

Our only purpose was to render a serv- 
ice to the insuring public, and we feel 
that this is our duty. 





fore the life insurance companies, since 
they are recognized as dealing in a 
necessity, and a greater opportunity of 
accumulation of savings and wealth on 
the part of the people. Business revival, 
or no business revival—and I am an 
optimist in that respect—life insurance, 
which has scratched only the surface 
of its possibilities in the last 50 years, 
may enter the New Year with con- 
fidence that the man who had learned to 
insure his barn has now been educated 
to believe that his life is of equal or 
greater value and that life insurance is 
a greater necessity even than fire in- 
surance.” 


The Central Life of lfowa, of which 
George B. Peak is president, will shortly 
begin the construction of the new Insur- 
ance Exchange building. Mr. Peak states 
that work will start in April. 


| the 
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APPLICANT FOR POLICY 


Discussed by Herbert N. Lafiin, 
Assistant Counsel of North- 
western Mutual 


MUST ACQUAINT COMPANY 

Quoted 

Necessity for Disclosure of 
Changes in Health 


Court Decisions to Prove 


MILWAUKEE, WIS., 


what 


Dec, 27—Just 


is the extent of the duties of an 


applicant for life insurance to disclose 
a change in his physical condition aris- 
ing after his application is made and 
before the 


pleted, is a question which has come up 


insurance contract is com- 
frequently in life insurance underwrit- 
ing the 


business. Recent changes in conditions 


during entire history of the 
industrially and otherwise, with consid- 
erable more pressure being placed on 
sales forces of life companies, in 
many instances, have made the ques- 
tions of considerably more interest than 
ever before, according to insurance men, 
Herbert N. Laflin, assistant counsel of 
the Northwestern Mutual, Milwaukee, 
has just completed a digest of the Amer- 
ican decisions involving this point and 
bearing upon it, forming one of the 
most interesting opinions that has been 
prepared in life circles on the subject. 


Changes Before Delivery 


“John Brown applies to the Incom- 
parable Insurance Company for a policy 
upon his life,” said Mr. Laflin. “He 
fails to pay the initial premium at the 
time of making his application He 
submits to the usual medical examina- 
tion and is found by the local examiner 
to be a first-class risk. The application 
and the medical examiner’s report are 
forwarded to the Home Office. Before 
the application is approved and the 
policy issued, Mr. Brown becomes ill. 
Without knowledge of the circumstance 
the agent of the insurance company de- 
livers the policy. As in the case of his 
illustrious name-sake, John Brown’s 


body is soon moldering in the grave. 
The contract contains no provision re- 
quiring delivery of the policy during 
good health. Does Mr. Brown's failure 
to communicate to the insurance com- 
vany the fact of his illness avoid the 
pany 1¢ Tact OF his iliness avoid the 
policy? 


Law Requires Disclosure 

“The law is well settled that an ap- 
plicant for insurance must use due and 
reasonable diligence to disclose al! facts 
affecting the risk which arise after his 
application has been made and before 
contract has been consummated. 
lo state the rule somewhat diffcrently— 
an applicant for a policy of life insurs 


ance is bound to commuricate to the 
insurance company to which the -ap- 
plication is made all facts materially 


affecting the risk which arise after the 
application has been made and before 
the delivery of the policy. 

‘As stated by a leading text-writer: 

“A representation is a continuous 
statement from the time it is made dur- 
ing the progress of the negotiations 
and down to the time of the completion 
of the contract; so that though in point 
of fact the representation be true when 
actually made, yet if by some change 
intervening between that time and the 
time of the completion of the contract 
it then becomes untrue, it will avoid the 
contract if the change be material and 
to the prejudice of the insurers, or be 
such as might probably influence their 
opinion as to the advisability of accept- 
ing the risk. The law regards it as 
made at the instant the contract is en- 
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THE PROVIDENT LIFE AND TRUST 
COMPANY OF PHILADELPHIA 


Vice-President Coolidge says, ‘‘Look well then 
to the hearthstone; therein all hope for America 


lies’’. 


The man who is looking well to his hearth- 
stone is very apt to take out an endowment policy. 
It will carry out his purpose for his home if he 
dies, and it will also keep the fire on his hearth 


Founded 1865 


Penna. 


in his own old age. 


And it is an unselfish policy, for it does not 
shift upon his children the provision for his own 


old age. 





Fourth and Chestnut Streets 
Philadelphia, Pa. 








IF YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Ohio, 
Indiana, Illinois, Missouri or lowa, 
getting, training and handling the 
necessary agents, write-NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, Ill. 


F. N. L. BUILDING 
3401 Michigan Ave. 


N. B.—Full line of policies, for ages one day to sixty 


years, with accidental death and monthly income total 
disability provisions. 











SIMPSON’S LUNCHROOM 


BOARD OF TRADE BLDG., CHIGACO—Opposite Insurance Exchange 

















tered into. And the same rule applies 
in case of concealment.” 

1st May on Insurance, 4th Ed., Sec. 
190. 

“Good faith imposes upon an ap- 
plicant for insurance the duty of disclos- 
ing to the company every fact material 
to the risk coming to his knowledge 
at any time before the contract is 
finally closed. The intentional failure 
or omission to discharge this duty per- 
petrates a fraud upon the company. 
Lhe representations in the application 
and in the report of the medical ex- 
aminer are continuing representations 
and any material change in the interim 
between the date of the application and 
the completion of the contract, knowl- 
edge of which is withheld -from the in- 
surer, makes the applicant guilty of a 
material misrepresentation. 

“This rule is well illustrated by a case 
decided by the Supreme Court of Ten- 
nessee—Harris v. Security Mutual Life 
Ins. Co., 130 Tenn, 325; 170 S. W. 474. 
The suit was brought by the plaintiff, 
Harris, as executor of one Rogers, to 
recover of the Insurance Company 
upon a $10,000.00 policy on the life of 
Rogers. The application was signed on 
August 21, 1909. It was received at the 
Home Office of the company September 
ist. The policy was dated September 
17th and delivered through the agency 
of a bank at Knoxville, Tennessee, a 
few days later. In the application 
Rogers was asked, among other things, 
whether he had renal colic, to which he 
made a negative answer. Between the 
date of the application and the delivery 
of the policy the insured was seized with 
an attack of renal rolic which persisted 
through several days. When the in- 
sured insisted upon being told, he was 
informed by ‘his physician that he was 
suffering from renal colic. He made no 
effort to disclose the fact to the com- 
pany and the policy was delivered in 
ignorance of the applicant’s true condi- 
tion. In affirming a judgment in favor 
of the Insurance Company the Supreme 
Court of Tennessee in its opinion said: 

Must Give Facts to Insurer 

“The authorities, almost without 
exception, are in agreement upon the 
doctrine that an applicant for such a 
policy must use due diligence to com- 
municate to the proposing insurer facts 
materially affecting the risk, which arise 
after his application has been made and 
before the contract has been consum- 
mated by delivery. * * * 

“In the pending case, the applicant 
for insurance knew that a specific in- 
quiry as to renal colic had been made 
of him, and replied to by him in the 
application lodged with and being con- 
sidered by the company, and that his 
attack intermediate the application and 
the delivery of the policy was a pro- 
nounced one. As has been noted, that 
seizure evidenced a material impair- 
ment of the applicant’s constitution. 
We hold that the duty to make dis- 
closure to the company was incumbent 
on him, and that failure to make the 
same constituted a fraud which avoids 
the policy at the option of the com- 
pany.” 

“Although in this case it appears that 
specific inquiry had been made of the 
applicant as to the malady with which 
he was subsequently seized, I do not 
understand the rule to be so limited as 
to require the applicant to make dis- 
closures only as to matters concerning 
which inquiry is made in the applica- 
tion. Any disorder materially affecting 
his health, seriously impairing his phys- 
ical well-being or affecting his expect- 
ancy of life should be communicated to 
the insurance company. The Federal 
Courts, and a decided majority of the 
State Courts, sustain this rule. 

“The duty of the applicant to dis- 
close a material impairment of health, 
occurring subsequent to the application 
and medical examination, and before 
the consummation of the contract, ob- 
viously implies knowledge of the change 
on his part. He is not legally obli- 
gated to disclose that which he does 
not know, and although he carry in 
(CONTINUED ON PAGE 9) 





TO PROVIDE FOR PREMIUMS 





Minnesota Mutual’s Manager An- 
nounces Method He Has Devised 
to Give a Greater Service 





ST. PAUL, MINN., Dec. 28.—A. O. 
Eliason, general agent in Minnesota for 
the Minnesota Mutual Life of St. Paul, 
is the author of a new copyrighted plan 
combining monthly deposited savings 
with life insurance which is essentially 
different from other methods in which 
co-operation of banks is sought. 

Mr. Eliason’s plan is simply the sell- 
ing of life insurance and establishing 
savings accounts to take care of the 
payment of premiums. Mr. Eliason ex- 
plains he is not putting out any special 
10-year savings proposition to “sugar- 
coat” his insurance sales. He is not es- 
tablishing savings accounts and merely 
insuring them. His plan in other words, 
is not an insured savings plan, but an 
insurance savings plan,—a material dif- 
ference. The plan is not put on through 
the banks and is not sold by the banks, 
but is sold exclusively by his full-time 
trained agency force who sell, all forms 
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A. 0, ELIASON 


of standard policies, taking an interest 
bearing note due in six months for the 
first annual premium, where note settle- 
ment is necessary, and having the in- 
sured open a savings account in any 
bank of his choice, depositing one-sixth 
of the annual premium monthly during 
the first six months to take care of the 
promissory note which he has given for 
the first premium. 


Plan for Premium Payment 


The same monthly deposit is contem- 
plated during the next six months which 
will provide sufficient funds in his sav- 
ings account to take care of the second 
annual premium which is due one year 
from the date of the taking out of the 
policy. At that time he is caught up 
with his insurance payments and has 
an annual premium paid in advance so 
that future deposits in the savings bank 
are made to take care of future pre- 
miums; or in other words, the depositor 
is depositing in advance to take care of 
premiums due in the future. 

The insured’s savings, however, are 
not limited to the monthly deposit re- 
quired for taking care of the insurance 
premiums, but is a regular savings ac- 
count in which he can deposit as much 
as he desires. 


Thrift Is Promoted 


If, however, he continues to deposit 
the same amount or more monthly in 
the savings bank as he did the first 
year, he will have accumulated savings 
in the bank drawing interest in addition 
to the amount required to pay his insur- 

(CONTINUED ON PAGE 24) 
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PUSHING THRIFT WEEK 


—_—— 


LIFE INSURANCE PROMINENT 





As in Last Year’s Observance, Life 
Underwriters Will Again Take 
Leading Part in Movement 





In the “National Thrift Week” to be 
observed Jan. 17-23, life insurance is 
given a prominent place, the third day 
of the campaign being “Life Insurance 
Day.” This movement is fostered by 
the Y. M. C. A. in cooperation with 42 
civic, national, commercial, educational 
and religious organizations. Its pur- 
pose is to stress the importance of wise 
spending and the urgent necessity of 
giving attention to the vital thrift needs. 
The week will be devoted to the budget, 
life insurance, home purchasing, prompt 
paying of bills, giving, and one day 
to the making of wills. It is planned 
to educate the public generally on all 
questions of earning, spending, invest- 
ing, saving and giving. Each will be 
urged to make a budget, record ex- 
penditures, have a bank account, carry 
life insurance, own a home, make a 
will, pay bills promptly, invest in safe 
securities and share with others. 

Life Insurance Day 


Life insurance has been given a day 
on the program. That the public may 
pay attention to this vital subject and 
receive a true understanding of thrift 
as linked with life insurance, Jan. 19 
has been put aside as “National Life 
Insurance Day.” All life insurance 
men have been urged to assist in the 
publicity and furnish facts and figures 
as well as expert counsel in support of 
this work. They are urged to take a 
major responsibility for local programs 
and the promotion of national life in- 
surance day locally. Meetings, exposi- 
tions and pageants, editorial and news 
publicity, church, school and public 
meetings are all urged in order to make 
a campaign similar to the national fire 
prevention campaign. All local, state 
and national organizations of all 
branches of business, as well as schools, 
churches and government agencies are 
cooperating in the effort. 


Big Results Last Year 


The results of last v°ar’s life insurance 
day are estimated by Winslow Russell, 
chairman of the special committee pro- 
moting that day, at $75,000,000 in new 
business. The life insurance men were 
the most active field cooperators that 
the Y. M. C. A. had in its campaign 
last year and they did a tremendous 
amount of good for the entire movement 
as well as for the life insurance busi- 
ness. Such individual results as 72 
applications during last year’s “National 
Thrift Week” by one man were re- 
corded. The Chattanooga, Tenn., under- 
writers wrote $600,000 in new business 
during the week following that thrift 
week. The work unquestionably 
brought large results last year and its 
value is especially great in the ability 
to link thrift with life insurance. ; 


May Organize At Waukesha 


Preliminary plans for the organizatiom 
ot life underwriters of Watkesha 
county, Wis., will be worked out by 
< committee consisting of E. F. Judin, 
J. 1. Martin and C. J. Will, Waukesha, 
Wis. This committee has been offered 
the support of the Waukesha Associa- 
tion of Commerce by Secretary George 
Girling, in the organization of a Wau- 
kesha_ County Life Underwriters As- 
sociation. In addition to life underwrit- 
ers of Waukesha city, other leading life 
agents active in the movement are D. 
R, Campbell, Eagle: Charles Stoecker 
and W. E. Lobdell of Mukwanago: 
Theodore and Robert G. Morey, Tr.. and 
Hugh Miller of Genesee; and S. Paul 
Jones, C. A. Stanton, Russell Noble and 

. T. Grogan of Sussex. 














Nineteen-twenty-one has been a great year 
for The Lincoln National Life Insurance Company. 


Business throughout the year has run con- 
siderably ahead of our splendid 1920 record. 


“Lincoln Life Service” is the explanation. 


The high service ideals of The Lincoln Life 
have made for a federation of tireless co-workers 
reaching from the Home Office officials to the 
most distant point in the field. The spirit of 
that service carries on to greater and greater 
achievement. 


Nineteen-twenty-two promises a still more 
golden fruitage from the frictionless teamwork of 
Lincoln Life comradeship. There is to be no let 
down in the effort to give the most efficient co- 
operation in every branch of service. What 
business eddy could check such a rising tide of 
genuine Good Will? 


Because the Lincoln Life is building its 
prestige upon the principle that “it’s the close 
co-operation that makes them win the day”, 
it pays to 


LINK UP (wre rue (LINCOLN 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $195,000,000 in Force 
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| SUTHERLAND’S CONCISE SUGGESTIONS | 








A. SUTHERLAND of the 
? Minneapolis office of the New 
* York Life has reduced to con- 
cise form some features that he feels 
have been very important in bringing 
him success. He writes all his business 
in one Minnesota county. He declares 
that it is necessary for an agent to have 
absolute confidence in the company he 
represents and more than that there 
must be a deep-seated belief in one’s 
self. As Vice-President Thomas A. 
Buckner says, “People will never think 
much of a man who doesn’t honestly 
and justly think a great deal of him- 
self. The best salesman is the one who 
believes in his own goods and knows 
how to make the other fellow think the 
same way. All success in life is more 
or less a matter of salesmanship. The 
ablest salesman will not succeed if he 
is selling false goods.” 

Mr. Sutherland gives the following 
suggestions: 

1. Have absolute confidence in your 
company and an intelligent understand- 
ing of its policy contracts. This is im- 
portant. Know your policies. 

2. Be confident that the policy you 
are trying to sell your client is the best 
one for him regardless of your commis- 
sion. Don’t let your commission affect 
your judgment. 

3. Have always a private audience 
with your prospect, if possible. Don’t 
talk insurance in a crowd, or when the 
prospect is busy in his office, or else- 


where. Life insurance is a thoughtful 
matter. It should not be lightly con- 
sidered. 


4. Enthusiasm is always necessary. 
Never argue with your client. Agree 
with him and then lead him to the posi- 
tion you want him to take. Be a diplo- 
mat—with the enthusiasm that dip- 
lomats don’t have. 





5. Never run down other companies. 
Talk your own company and contract. 
Never tell off-color stories or swear. 
That never gets an application and in 
many cases would lose one. Remember 
that your prospect gets his idea oi the 
company from you. Therefore be dig- 
nified, courteous, sincere. 

_ 6 Determine to be the leading life 
insurance agent in your community. 
Take second place to no one. 


7. Never force a man to take a policy 
against his will. You will make an 
enemy of him and ultimately lose more 
than the commission involved in the 
policy. <A policy forced will soon lapse. 


8. To country salesmen he recom- 
mends taking a man along to do the 
farmer’s work while the latter gets in 
the car and gives his undivided atten- 
tion. The country agent has this ad- 
vantage over the city agent—no one 
keeps “butting in.” However don’t lose 
your temper if the farmer lets your man 
shock all his grain, cut his wood, or do 
other work equal to it, and then “‘doesn’t 
care for any insurance,” as one farmer 
did. He had his reward a year or two 
later when the same farmer came to his 
office and gave him some business. 


9. Keep closely in touch -vith your 
policyholders. Keep their good will 
and friendship by giving them the very 
best service. Go and see policyholders 
when they are sick or have an accident 
(they appreciate this in the country), 
and take care of details in case there is 
a claim to be settled. Some policyhold- 
ers don’t even know that under certain 
conditions they are entitled to disability 
benefits! 


10. And finally cultivate a small ter- 
ritory thoroughly rather than skim over 
a large one. Intensive cultivation pays 
farmers, and it pays life insurance men. 





SALESMANSHIP COURSE 


CINCINNATI Y. M. C. A. SCHOOL 





Program for the Life Insurance Work 
Is Announced—Many Under- 


writers on the List 





The Cincinnati Y. M. C. A. will in- 
stitute a course in life insurance and 
salesmanslxp which is the work of Har- 
vey T. Sheppard, assistant state agent 
of the Mutual Benefit. Mr. Sheppard 
has had great success in conducting a 
course for Mutual Benefit agents in 
the Ohio agency and the Y. M. C, A. 
course is an adaptation of that course 
to life insurance in general. It consists 
of 15 lessons, Mr. Sheppard furnishing 
the outline and various life insurance 
men and a paid instructor giving the 
lectures according to the outline. The 
course will consist of a two-hour session 
once a week until completed. It will 
be open to both men and women. The 
men who will handle the various topics 
are: 

Introductory Meeting 


Address—John L. Shuff, president Na- 
tional Association of Life Underwriters. 


Session One 


Lesson No. 1—‘“Principles of Life In- 
surance.” 

Lecture No. 1—‘“Life Insurance as a 
Vocation,” Harry Walter Hutchins, gen- 
eral manager, National Life of Vérmont. 


Session Two 


Lesson No. 2—“Principles of Life In- 
surance.” 

Lecture No. 2—“Who Are Your Pros- 
pects?” E,. R. Ferguson, manager, Mutual 
Life. 

Session Three 

Lesson No. 3—‘“Principles of Life In- 
surance.” 

Lecture No, 3—“Attributes of a Good 





Salesman,” Laurence C. Witten, manager, 
Massachusetts Mutual. 


Session Four 


Lesson 4—‘“Principles of Life Insur- 
ance.” 

Lecture No. 4—‘“Value of Setting a 
Quota,” W. Howard Cox, associate gen- 
eral agent, Union Central Life. 


Session Five 


Lesson No. 5—‘“Principles of Life In- 
surance.” 

Lecture No. 5—‘‘Man’s Desires in Life,” 
J. S. Drewry, state agent, Mutual Bene- 


fit. 
Session Six 


Lesson No. 6—‘“Principles of Life In- 
surance.” 

Lecture No. 6—“The Building of a Gen- 
eral Estate,” L. B. Van da Linda, special 


agent, Mutual Benefit. 
Session Seven 


Lesson No. 7—“Principles of Life In- 
surance.” 

Lecture No. 7—‘“Transfer of General 
Estate,” H. L. Shepard, assistant to state 
agents, Mutual Benefit Life. 


Session Eight 


Lesson No, 8—‘Principles of Life In- 
surance.” 

Lecture No. 8—“The Insurance Bstate,” 
W. D. P. McDowell, manager, Phoenix 
Mutual Life. 


Session Nine 


Lesson No. 9—“Principles of Life In- 
surance.” 

Lecture No. 9—“Income Insurance—The 
Ideal Estate,” S. Howard Swope, presi- 
dent, Cincinnati Life Underwriters Assn. 


Session Ten 


Lesson No. 10—‘“Principles of Life In- 
surance.” 

Lecture No. 10—“Business Insurance,” 
L. B. Dierkes, agency director, New York 
Life. 


Session Eleven 


Lesson No. 11—‘“Principles of Life In- 


surance.” 
Lecture No. 11—“Other Uses for Insur- 











policyholders the Union 





than a mere common day help. 
definite service, one that is appreciated by policyholders 
and one that will reflect itself in the attitude of the 
policyholders toward the agent in the field. 





In giving a definite service to its agency force and its’ 


National Life is giving more 
It is giving a very 


Service to Policyholders and Agency Organization 


Thus it is that the agent is a good deal more than the 
representative of the company in his community. He is 
an integral part of the organization of the Union National 


Life, and his position is secure. 


If you wish to develop yourself in your community and 
become a part of an organization where the problems of 
the local agents are appreciated, write a letter to 


A. M. MILLER, President 


Union National Life Insurance Company, Houston, Texas 
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ance,” Abner Thorpe, Jr., The National 
Underwriter. 


Session Twelve 

Lesson No. 12—‘“Principles of Life In- 
surance.” 

Lecture No. 12—‘“Psychology of Sell- 
ing.” Emmet C. Peebles, special agent, 
Northwestern Mutual Life. 

Session Thirteen 

Lecture No. 13—‘“Preparation for the 
Sale.” J. W. Kirgan, manager, Fidelity 
Mutual. 

Lecture No. 14—‘Selling Interview,” 
Joseph M, Gantz, manager, Pacific Mutual 
Life. 

Session Fourteen 

Lecture No. 15—‘“Selling Interview,” 
A. F. Sommer, manager, Metropolitan 
Life. 

Lecture No. 16—“Excuses and Objec- 
tions,” Ralph Holterhoff, general agent, 
State Mutual Life. 

Session Fifteen 

Lecture No. 17—“Writing the Applica- 
tion,” S. P. Ellis, general agent, Provi- 
dent Life & Trust. 

Lecture No. 18—‘“Ethics of the Profes- 
sion,” 

Alternate Lecturers 

Carl DeHoney, manager, Western & 
Southern Life; John R. Irby, manager, 
Prudential; C. J. Iredell, general agent, 
Penn Mutual; Harry Isgrig, manager, 
Guardian Life; Henry J. Powell, mana- 
ger, Equitable Life of New York; Henry 
T. Saunders, general agent, Connecticut 
Mutual; Charles E. Thompson, general 
agent, New England Mutual; Sam Hous- 
ton, general agent, Phoenix Mutual Life. 


Stock About All Acquired 


The Standard Life of Decatur, IIL, 
has now acquired all the stock of the 
Commonwealth Life of Omaha, except 
16 percent or thereabouts. The Com- 
monwealth Life will be continued as 
it is for the time being, the financial 
control resting with the Standard. Later 
on when the proper time has arrived 
there will undoubtedly be a merger of 
interests. The Commonwealth Life is 
writing a satisfactory volume of busi- 
ness. 














A GLIMPSE BACK OVER 1921 l 


Some of the Outstanding Features of Life Insurance During the 
Present Year 

















" HENRY F. TYRRELL 


Legislative Counsel Northwestern Mutual Life 


insurance field for 1921 was the in- 

tensive thought given by agents and 
officers to adjunctive features of straight 
life insurance. These features compre- 
hended the questions of health and acci- 
dent insurance and other complementary 
matters. These are grave questions, too, 
which the future must settle—and settle 
right. Just how far companies are ex- 
pected, permitted or justified to go in 
theory and practice as to these addenda 
is a moot question. 

No adequate and understandable re- 
view of the life insurance field for 1921 
can be made without reference to 1920, 
which was pre-eminently the peak year 
in all life insurance experience. The year 
1921 began with a realization on the part 
of business men that we were gradually 
passing from a salesman’s market into a 
buyer’s market, and the transition mani- 
fested itself to life insurance in the form 
of decreased production. Immediately 
officers and agents began to think of 
Ways and means to maintain a new out- 
put and to safeguard the old. The con- 
sequence was that more _ intensive 
thought was put upon the technique of 
life insurance in 1921 than in any prior 
year. Historically, it will be considered 
one of the most progressive years in the 
business. 


"Tice outstanding feature in the life 


TIMULATION of the life insurance 

business in 1921, and plans for its 
iuture development and expansion were 
prompted not so much by fear of falling 
away from normal production as by 
anxiety to keep pace with an abnormal 
one. As a matter of fact, there was 
more life insurance issued and paid for 





in 1921 than in any other year in the 
history of the business except 1920, in 
all probability. 

One of the important features of the 
year was the attitude of Congress as 
evidenced in the new tax bill. Here the 
institution was given some of the special 
consideration to which it is entitled on 
account of its character and purposes. 

In many companies the average policy 
paid for was larger in 1921 than in any 
other year. This may be due to recog- 
nition by buyers that their dollar is not 
nearly so potent as it used to be; that 
they must cover inheritance and other 
taxes to get former net results, and that 
banks are looking upon life insurance 
policies as advantageous pre-requisites 
to credit. Another significant feature of 
1921 was the increased limits of policy 
written on single lives by several com- 
panies, showing preparation for the sta- 
bilized business into which life insurance 
has more certainly merged. A special 
feature of 1921 relates to agency super- 
vision and development. There was an 
increased tendency toward the enact- 
ment of strict agency qualification laws, 
under which the state undertook to 
share some of the responsibility of ap- 
pointing agents, the idea being to bet- 
ter protect the public, to dignify the 
profession and to improve salesmanship 
so as to get better results from a given 
force. On the part of some companies, 
agency activity took the general form 
of education, assistance and inspiration. 


EGISLATIVELY, 1921 was espe- 
cially noteworthy in that the uni- 
form statute on amortization recom- 
mended by the National Convention of 


7 


Insurance Commissioners was enacted 
into law in 20 different states. This 
Statute, in torm or substance, is now in 
force in 32 states. Enactment of pro- 


| gressive statutes relating to the invest- 


| ment of life companies; 





| 





the defeat of at- 
tempted compulsory investment meas- 
ures wherever proposed; gradual 
acceptance of the preliminary term 
method of policy valuation; general 
breaking down of the idea of state in- 
surance; defeat of anti-vaccination 
amendments in two states, and an im- 
proved attitude toward taxation, are 
other legislative features of 1921. 

Successful sales congresses held in 
1921 indicate intensified interest in and 
enthusiasm over their work by agents. 
These found instant favor and will de- 
velop into fine factors for success in the 
future. 


NCIDENTAL features of the gen- 
eral business may be summarized 
thus: Establishment of national life in- 


surance day, which may develop into 
something big and consequential; for- 
mation of quite a number of new compa- 
nies; increase in the amounts of policy 
loan accounts, and the question of lapsa- 
tion and consideration of the best meth- 
ods to lessen the evil of twisting. Dur- 
ing the year two of the outstanding 
characters of life insurance passed away 
—Jesse R. Clark, president of the Union 
Central Life, and Roland O. Lamb, 
president of the John Hancock Mutual. 

The experiences of 1921 were in the 
main inspirational and constructive. 
They will have an ultimate good effect 
on the business. 

Spaulding on Western Trip 

Robert E. Spaulding, assistant super- 
intendent of agents of the Mutual Life 
of New York is spending the holidays 
in Chicago and adjacent ports. Mr. 
Spaulding was formerly located in that 
city as assistant general agent. 


E. M. Roberts, Winona, Minn., agent 
for the Northwestern Mutual, died at his 
home last week after having been in ill 
health for several year. 








TOPEKA 





The people of Kansas are not marking time 
waiting for the rest of the country to show 
a resumption of business activities. Kansas 
is already leading in the central west. During 
the month of October, five principal cities 
of Kansas showed an increase of 164% in 
new building over October, 1920, in com- 
parison to an increase of 74% for the entire 
tenth Federal Reserve District. 


Bank clear- 


In the heart of this aggressive state, is the 
Liberty Life, ready and willing to equip its 
agents with every possible help in their task 
of soliciting their prospects. 
hand in hand with its agents striving always 
to carry on the good work of the people 


of Kansas. 


Truly, Kansas is Leading The Way. 


Kansas Is Leading The Way 


ings in ten principal cities of Kansas show 
7% better than the entire district. 


Liberty Life Insurance Company 


It is working 


KANSAS 
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Service Not Fully Understood 


Ir more people in high places just un- 
derstood life insurance better they would 
get back of life agents even more strongly 
than they do now. 

It is the desire of nearly every leader, 
whether he be in politics, religion, busi- 
ness or what not, to encourage thrift. 
They seek to have the people acquire 
reasonable bond holdings. They boost 
for baby bonds and for the sale of bonds 
on the installment basis. 

The truth of the matter is that life 
insurance men are actually selling vast 
holdings in the bonds and mortgages of 
the country when they sell life insurance. 
Except when he sells term insurance the 
agent sells each policyholder a small in- 
terest in every security which his com- 
pany owns or will own as long as the 
policyholder or beneficiary (by install- 
ment settlement option) remains with the 
company. 

When many small investors disposed 
of their Liberty bonds they were acquired 
by many other small investors if the pur- 
chaser was an insurance company. 

If the small investors had bought the 
bonds in direct, instead of through in- 
surance companies, they might have re- 
ceived a slightly larger return but they 





would not have received the advantages of 
insurance protection along with their bond 
purchases. 

Where small investors go in for bonds 
that are not as safe or as stable as fed- 
eral government securities they likewise 
take chances on the bonds. When they 
go in collectively through an insurance 
company they get a bond buying service 
without a superior and they likewise get 
a guaranteed return. 

When more people understand just how 
insurance promotes thrift, endorsements of 
life insurance will be more fervent and 
more frequent. In gathering the endorse- 
ments of the president and his cabinet 
members and of many governors and giv- 
ing these out in an unselfish manner the 
PRUDENTIAL has shown everyone in the 
business that life insurance stands higher 
than many engaged in it really believed. 
Too often agents get the idea from a 
few rebuffs that the position of insur- 
ance is not as high as it should be. The 
PRUDENTIAL has done much to correct 
this idea. It has shown everyone how 
the help of leaders can be secured to ad- 
vance a cause that all want advanced when 
they really understand the cause and 
its accomplishments. 


More Service Possible 


Tue desire of the average agent to 
become the life insurance adviser and 
counselor of a group of people can best 
be attained by making every month of 
the year a service month for old policy- 
holders. Giving oneself the unrecog- 
nized title of adviser or counselor may 
fool some people, may stir admiration 
in some, may make others snicker and 
make still others skeptical. The real 
way to establish oneself in the estima- 
tion of people is to do for people the 
things that the title suggests the holder 
does. 

With a policyholders’ service month 
recently the EguirasBLe of New York in- 
fluenced many of its representatives to 
render many unusual services. It: costs 
the agents some time that might have 
been spent in cold canvassing. It cost 
the company some money in rewriting 
the old policyholders. The time and 
money might have been spent in more 
common ways of getting new business. 
But there probably is no agent who did 
not reap more from his service work 
than he would have reaped from ordi- 
nary ways of soliciting. No doubt the 
Eguitaste is pleased with results. 

The campaign must have sold to 
many agents of the company the idea of 
carefully cultivating the men in whom 





they have previously planted the idea of 
life insurance, for there are many rude 
jolts in store for an agent when he goes 
back to see old customers whom he has 
not called on in years. He finds very 
often that they have taken from other 
agents life insurance amounting to sev- 
eral times the face of the original policy 
—life insurance which he might have 
sold had he been there to sell it. 

A campaign to serve policyholders 
provides - foster-fathers for orphan 
policyholders. It turns over to agents 
the affairs of men who were made 
policyholders by agents who have gone. 
It reestablishes the contract so neces- 
sary to not only secure additional busi- 
ness but hold that which exists. 

The idea of an old policyholders’ 
month, or a_ policyholders’ service 
month, is not new. The New ENGLAND 
Mutvuat has made it an annual event 
for years. So also has the IMPERIAL 
Lire of Canada. It is hard to explain 
why more companies have not resorted 
to this.method of stimulating business, 
of making life insurance better serve the 
public, of bolstering up the standing 
of their agents in the eyes of their 
policyholders, of reducing their lapse 
ratio and of giving countless other acts 
of service, large and small. 
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H. L. Remmel, dean of Little Rock 
insurance men, will retire on Jan. 15, as 
Arkansas manager for the Mutual Life 
of New York, under a company rul- 
ing fixing the age limit at 70. Republi- 
can leader of Arkansas, and as such 
dispenser of patronage in the state 
under the present administration, Mr. 
Remmel’s career stands out as a notable 
example of so-called “self-made” men. 

As director of the field force of the 
great New York corporation, Mr. Rem- 
mel has made a conspicuous success for 
which he will reap a reward upon being 
retired in the shape of a salary for the 
rest of his life said to amount to about 
$500 a month, based on the amount of 
business that has been secured under 
his leadership during the last few years. 
Although he will celebrate his seven- 
tieth birthday on the 15th of next 
month Mr. Remmel appears to be at 
the height of his vigor. 

No successor to Mr. Remmel has 
been named as yet, but it is assumed 
that there will be keen competition for 
the important and lucrative post. Some 
idea of the volume of business handled 
by the Arkansas force is to be gained 
from the figures for November when 
the applications received amounted to 
$615,000 and the paid-up business 
$398,000, 

Mr, Remmel joined the Mutual Life 
forces in Arkansas 36 years ago. Ten 
years later he was appointed state 
manager, which position he has held 
ever since. It was the insurance busi- 
ness which started Mr. Remmel on the 
road to success. He is now one of the 
outstanding financial figures of the 
state. He is president of the Bankers 
Trust Company, which he helped to or- 
ganize, owner of several of the most 
important business structures of the 
city, and heavily interested in a num- 
ber of the largest commercial institu- 
tions of the city. He has been an im- 
portant political figure in the state for 
many years. 

Daily plunges in the ice-cold waters of 
Shields lake in Richmond, Va., consti- 
tute the favorite pastime of Everard B. 
Meade, district manager in that city for 
the Massachusetts Mutual Life. Mr. 
Meade takes a dip every morning before 
breakfast, remaining ir. the water fifteen 
minutes. He says “that it is the finest 
health-giving exercise he has ever tried. 
Two other Richmonders who indulge 
in the same sport with him are of the 
same opinion, They started the plunges 
last summer and may continue them 
throughout the winter provided the lake 
does not freeze over and put a crimp 
in the sport. It is reported that they 
had icicles clinging to them one morn- 
ing recently when they essayed a plunge 
with the thermometer well below the 
freezing point. 


Montgomery M. Blair, assistant 
secretary of the Atlantic Life of Rich- 
mond, made an ideal Santa Claus at a 
Christmas tree celebration of the Em- 
ployes Association of that company held 
Christmas Eve at the close of office 
hours. So all in attendance agreed. 
Decked out in snowy whiskers and look- 
ing every inch like a real jolly St. 
Nick, he distributed presents from the 
tree with appropriate remarks. He 
himself was the recipient of a toy beer 
keg. The gifts were designed to repre- 
sent some particular hobby of the re- 
cipient. Miss Mary Murphy Short, for 
instance, received a . huge Irish potato. 


2 a. Schoonmaker, who is in charge 
of the New York City metropolitan de- 
partment, health and accident business 
of the Globe Indemnity has been ap- 
pointed manager of the Pan American 
Life’s new accident and health depart- 
ment. The Pan American Life is one 
of the well known southern companies 
that does a large business in many 
states. It is establishing a new accident 
and health department the first of the 
year. Mr. Schoonmaker has had wide 








experience in the accident and health 
business. He received his training un- 
der Dr. J. B. Galloway, head of the 
health and accident department of the 
Globe Indemnity. 


Ralph A. Neff has been appointed to 
succeed Carl L. Duvall as traveling 
auditor for the Michigan state agency 
of the John Hancock Mutual. Mr. Neff 
comes from Toledo, Ohio, where he 
represented the Northwestern Mutual 
Life and made an excellent record as 
a personal producer. Mr. Duvall will 
represent the company in Grand Rapids, 
using the Macauley blotter system. This 
brings Mr. Duvall back to his original 
stamping ground which he left to take 
up his duties as traveling auditor. 


Insurance Stocks 
FROM THE CHICAGO JOURNAL OF 


COMMERCE 
Illinois 
Book 
Value Bid Asked Par 
Fed. Un, Fire...145 144 146 100 
Gt. Lakes Fire... 18 a2 eee 10 
Nat. Trades F..170 150 e606 100 
Pioneer Fire ... 25 eee eee 20 
Contl. Cas. pfd. 78 wis con 50 
Cent. Live Stock 12 5 8 10 
Kaskaskia L, S. 23 17 20 20 
Central Life ... 38 40 55 20 
Federal Life ...131 aes 08 100 
Marquette Life.. 12 5 ace 10 
North Am. Life. 58 155 ons 50 
Peoria Life .... 17 28 32 10 
Provider's Life.. 12 ans Pe 10 
Rockford Life .. 14 ee 12 10 
Iowa 
Cent. Nat. Fire.183 eee eee 100 
Dubuque F. & M.195 ese ose 100 
Hawkeye Sec. F.148 aten 150 100 
Iowa Nat. Fire.156 100 120 100 
Des Moines Life 
& Annuity.... 12 7 10 10 
Western Life... 20 8 10 19 
Ohio 
Am. Drug. Fire. 52 54 ote 25 
Am. Nat, Fire... 15 20 en 10 
Cleve. Nat. _ 13 7 9 10 
Ohio Nat. Life.. 15 = 14 10 
Union Cent. ... 54 ° eee 20 
Sndtene 
Columbian Nat.. 30 17 19 25 
Sterling Fire ... 16 6% 8 10 
Stand. L. Stock.147 75 100 
Conservative L.. 11 5 7 10 
Farmers Nat. L. 11 oes eee 5 
Ind. Nat, Life... 5 3% .. 10 
Lincoln Nat.... 21 20 10 
Northern States. 14 7% 9 10 
Public Savings.. .. 4% . ° 
Michigan 
Detroit Nat. F.. 51 22 26 25 
Inter-State Fire 24 20 eee 25 
General Casualty 
& Surety ..... 9 60 65 50 
Standard Acci... 94 oes 95 50 
Detroit Life ....118 50 eos 100 
Grange Life Ins. .. eee oes 50 
Detroit F. & M. .. _— ese 50 
Wisconsin 
Midland Cas... 13 6 8 10 
Old Line Life... 13 16 18 10 
Wis. Nat. Life.. 13 10% 13 10 
Milw. Mech..... an 17 19 10 
Minnesota 
Twin City Fire. 14 15 eee 10 
MOE BOB sscce cc 45 o<e 50 
Pennsylvania 
Franklin Fire... 52 60 65 25 
Superio Fire.... 98 80 90 50 
Republic Cas.... 17 ase 19 10 
Girard Life .... 11 8 10 10 
Scranton Life... 11 8 10 10 
Standard Life... 11 6% 7 10 
Missouri 
Cent. States L.. 5 9 11 5 
International L.. 44 ine “rae 25 
Missouri State.. 26 45 50 10 
Massachusetts 
Col. Nat. Life...121 120 100 
Washington 
New World Life 14 12 14 10 


AT THE END OF A DAY 
There’s a comfortable, wonderful feeling 
that comes at the end of a day 
To the man who has fulfilled his duty in 

a cheerful and honorable way. 
There’s a desolate, miserable feeling 
that comes at the end of a day 
To the man who has ee his duty in 

a weak, irresolute wa 
Work on, work ole ‘the nigLt is 
coming”—keep courage, don’t wander 
away, 
And peace with a priceless happiness 
will come with the end of the day. 
—wW. Lightfoot Bennett, Chicago. 
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PUSH FOR DISABILITY LINES 
Many Companies Put on Business 
Building Campaigns the Latter 
Part of the Year 





A number of companies have been 
putting on extra steam and stimulat- 
ing accident and health business dur- 
ing the latter part of the year. The re- 
sponse has been very generous. The 
companies find that local agents that 
have been depending on fire insurance 
and allied lines are ready to take up 
something new that offers a bigger field 
for development. Notwithstanding the 
heavy cancellations of accident and 
health insurance the new business writ- 
ten the last three months of the year 
has been very gratifying. Many com- 
panies have been “sweetening the pot” 
by offering a bonus. Many agencies 
have put on business building drives 
and specialized on this form of insur- 
ance for a few weeks. It is found that 
people are interested in disability in- 
surance at this time. It is really hard 
times insurance. 


DEMAND FOR POLICY 
LOANS STILL PERSISTS 


(CONTINUED FROM PAGE 1) 


even the best life insurance companies 
in the business fell down badly in the 
manner in which they handled the re- 
quests for policy loans. The plain truth 
is that only a very few life companies 
were equipped to meet the extraordinary 
demand for policy loans. The opinion 
persisted in the minds of many that the 
numerous requests for policy loans 
would not continue, that the demand 
would die down shortly, and conse- 
quently companies did not organize 
themselves to handle the situation. But 
there was no decline in the demand, In- 
stead, it became heavier. Month after 
month passed, and companies were still 
trying to render service to policyholders 
with the same inadequate office force 
that was used in normal times. The 
result of this is sad to relate. 


“Policyholders were forced to undergo 
delays that were unjustifiable. Business 
men who actually needed the money to 
carry through some enterprise or other, 
or to meet an indebtedness were em- 
barrassed by having to wait an unneces- 
sary length of time. Companies that 
render a high brand of service in every 
other department offered such a miser- 
able character of service in the connec- 
tion with the granting of policy loans 
that it could not be properly called serv- 
ice at all. As a matter of fact the situa- 
tion is not a great deal better today. The 
number of life companies that are prop- 
erly and satisfactorily handling the 
policy loan situation is very small in 
comparison with the total number of 
companies operating in this country. 
Companies should have learned their 
lesson by now. What happened this 
year should not be allowed to go on 
during 1922. Whether or not com- 
panies think that the demand for policy 
loans is going to decrease, immediate 
steps should be taken by all companies 
to place themselves in a better position 
to meet the present day requirements 
of policyholders so far as loans are con- 
cerned. Harm is being done to the life 
insurance business by the irritating de- 
lays that policvholders are forced to 
undergo when they request a loan under 
their policy contracts. The money be- 
longs to them. It should be handed 
over with a minimum waste of time. 
This is one thing that life companies 
should give careful attention to without 
turther delay.” 





Large Premium Increase 


The management of the Continental 
Casualty of Chicago and the Continen- 
tal Assurance, which writes life insur- 
ance, states that the net premiums for 
1921 after deducting all reinsurance 
will be over $10,000,000, which is an in- 
crease of about $200,000 over last year. 





RULING ON INCONTESTABILITY 





Oklahoma Supreme Court Requires 
Strict Observance of Clause 
in eliance Life Case 





A decision of importance on the in- 
contestable clause has been handed 
down by the Oklahoma supreme court, 
which ruled against the Reliance Life 
in a suit brought against it by Hazel 
Thayer. 

The policy involved was issued to 
George D. Thayer Jan. 5, 1916. It was 
claimed that the policy was _ secured 
by the agent of the company from the 
effects of Thayer in March, 1916, sent 
back to the company and cancelled. 
As a counter claim it was declared this 
was done unknown to either Thayer 
or his wife, and consequently without 
their consent. Thayer died in Decem- 
ber, 1916, little less than a year after 
the policy had been issued. 

The policy provided that it “shall be 
incontestable after one year from its 
date, except for non-payment of 
premium and except for violation of 
any conditions relating to military or 
naval service in time of war.” It is 
observed in the opinion that “one of 
the defenses set up by the defendant in- 
surance company is that the insured 
made false answers to certain questions 
in the application for insurance.” It is 
found by the court that this was not 
made until more than a year had 
elapsed after the policy had been issued. 
This should have been done within a 
year after the policy had been issued, 
the court held, for grounds of cancella- 
tion. 

When the policy was issued and the 
premium paid, the court holds, it con- 
stituted a completed contract, and the 
policy could not be cancelled except 
under provisions of the contract. 


EXTENT OF DUTIES OF 
APPLICANT FOR POLICY 


(CONTINUED FROM PAGE 4) 


his body the seeds of a fatal malady, 
unless he have cognizance of it he is 
under no legal obligation to inform the 
insurance company. This risk the com- 
pany must assume. 

“If the company’s agent or represen- 
tative delivers the policy with knowl- 
edge of the change in the applicant's 
health, it will be deemed waived by the 
company and the contract will be bind- 
ing. A loyal and intelligent life insur- 
ance agent will be careful to inform 
himself of applicant’s physical condition 
before delivering a policy. He will be 
more interested in conserving the inter- 
ests of his company than in the material 
advantage which would accrue to him 
upon the completion of the contract. 

“Obviously, no information possessed 
by one of the parties can be material in 
the sense of requiring disclosure unless 
it may influence the other in consum- 
mating the contract. Accordingly, the 
applicant’s duty to make disclosure ends 
with the completion of the policy con- 
tract. Facts learned thereafter need not 
Le communicated, although the policy 
is actually delivered subsequently. To 
illustrate: When the first premium ac- 
companies the application it is usually 
provided in the binding receipt handed 
to the applicant, that on approval of the 
application, at the Home Office, the in- 
surance will become effective, as of the 
date of the applicant’s medical examina- 
tion. In cases of this character it is 
immaterial what change takes place in 
the insured’s health after the medical 
examination. If then insurable, the in- 
surance contract becomes binding as of 
that dat2, upon approval of the applica- 
tion by the company. This is a very 
pertinent argument for the payment of 
the initial premium cat the time of sign- 
ing the application. Wide-awake and 
progressive agents can render a very 
real service to their clients by collecting 
the first premium at the time the appli- 
cation is written.” 


The impressions and _ habits 
formed in youth are greatly 


responsible for our thoughts 
through life. Boys and Girls today are the 
Men and Women tomorrow. “Child’s En- 
dowment’” teaches them for that “tomorrow.” 


Company 


OF DES MOINES, IOWA. 
We issue all standard forms of Life Insurance Policies. Every policy protected by Deposit of 











Full Legal Reserve with the State of lowa. 
District Managers for 


WANTED Gea‘ Locations in Ohio 


Write the Home Office for further particulars. Here's an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








The 
Onto Nationa Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


WE desire to negotiate with a high class man for the State of 
Kansas. lf you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY., 
Secretary 








In Business Since 1862 
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LIFE INSURANCE ComPpANYS— 
OF BOSTON, MASSACHUSETTS 


I all cl of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
< a company are made secure reserves Ca - the sagnest ctaneens . any - 

ti contingent reserves ng ection against all emerge ormeation an 
Advice on a matter relating to oy a is Available at any time through the 
Agencies Ay &— Office of this Company. 

















Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 
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N TEXAS there is a prosperous, readily calcu- Yj 
lated future for Amicable Life agents. The yj 
territory is productive and progressive—and Y, 


the Amicable’s record during its elevenjyears of 
operation clearly indicates that it is the right 


i field. y 
Y company in the right / 


Under well balanced management that combines 


j both mature experience and fresh aggressiveness, 


there is every reason to believe that the company 


will progress steadily. ] 


/ The momentum it has gathered in piling up a ] 
yy surplus of more than a million and_a half dollars Y 
Y in addition to its legal reserve of over,two million y 


way. But there is no likelihood that it will allow 


dollars, in itself, would carry the’company a good y 
that momentum to die out. Y 


The company will go forward—and its agents 


will go with it in direct proportion to their yj 
yj ability to make effective use of the service it y, 
]j offers. ] 


\\ \ Y 
_ AMICABLE.UFE | 


re Yj 
amg anee - 
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Ny 



















































WEST NOT INTERESTED 


BANKS NOT ACTIVE ON COAST 





Comparatively Little Interest Is Taken 
in Savings—Insurance Plan in 
That Section 





SAN FRANCISCO, CAL., Dec. 27. 
—There has been little activity shown 
in California by banks cooperating for 
the sale of life insurance through the 
medium of savings accounts for the pur- 
pose of schemes of starting deposits 
with life insurance policies as part of 
the agreement made with the bank by 
the depositor. 


Some years ago there was a scheme 
started in Los Angeles whereby the de- 
positors would receive a life insurance 
policy under any plan desired, by the 
deposit of certain’ stipulated sums 
weekly or monthly and more recently 
the Union Trust Company of San 
Francisco advertised for savings ac- 
counts by including life insurance, on 
any plan, as part of the added feature 
of service rendered by that bank. This 
arrangement was made with the Equit- 
able Life of New York and it received 
considerable publicity—the bank spend- 
ing a large sum of money in the daily 
newspapers for space. It did not work 
out, however, and we understand that 
the bank has abandoned the idea. 

Charles W. Helser, vice president of 
the West Coast Life, states that no 
stable plan has yet been proposed here 
and that all schemes which have been 
tried were Ones in which the ultimate 
result would be that life insurance 
would become merely an adjunct of the 
bank. When a plan is proposed which 
will make the bank an adjunct of the 
life insurance company he believes that 
it will become more of a success. Mr. 
Helser further stated that in his opinion 
he felt that more educational progress 
along life insurance lines was needed 
for the benefit of bankers before any 
great advance along these lines is noted. 

Some San Francisco and other Cali- 
fornia banks have advertised savings 
accounts in order to meet life insurance 
premiums when they fall due and the 
Wells-Fargo Nevada National Bank is- 
sues a little booklet to all it can reach, 
entitled “How This Bank Feels About 
Life Insurance.” It has distributed a 
large number among the people of San 
Francisco and the life offices have used 
a considerable number as_ envelope 
stuffers. These are supplied by the 
bank gratis. 


Ruling in Indiana 


The Association of Life Insurance 
Presidents sends out a bulletin regard- 
ing the present situation on the ruling 
of the Indiana insurance commissioner 
that the insured must reserve the right 
to change beneficiary. The bulletin 
reads as follows: 

“On Dec. 19 our Actuary, Mr. Smith, 
in conference with Commissioner Mc- 
Murray of Indiana, submitted a memo- 
randum of law prepared by the associa- 
tion’s attorney and argued for the 
withdrawal or modification of the ruling 
of Dec. 8 relative to the reservation by 
the insured of the right to change bene- 
ficiary. Commissioner McMurray has 
promised to consider the points pre- 
sented in this memorandum and _ to 
advise us very shortly regarding his at- 
titude. He stated that should his 
opinion be unchanged, he would accept 
rubber stamp endorsement on the policy 
instead of a new issue of policies if such 
endorsement properly covered the point 
im question.” 


To Sell Equity Life Stock 


The securities division of the Wiscon- 
sin Railroad Commission has granted au- 
thority to the Equity Life to sell $71,050 
of its stock in Wisconsin. Headquarters 
of the company will be opened at Madi- 
son, Wis. 


IMPORTANT CASE ENDED 


HOLD SUNDAY CONTRACT VOID 





Supreme Court Decides Policy De- 
livered on That Day Is Not 
Binding 





LITTLE ROCK, ARK., Dec. 27.— 
The Supreme Court reversed and dis- 
missed a decision handed down in the 
Mississippi Circuit Court in which an 
interpretation of the legality of contracts 
on Sunday is made, in connection with 
a suit for a $10,000 life insurance policy. 

According to the facts as alleged in 
the testimony, Frank B. Mason applied 
to the New York Life Insurance Com- 
pany for a policy of insurance of $5,000, 
naming his wife as the beneficiary. The 
policy provided for payment of double 
the amount in case of accidental 
death. Mason gave the agent his note 
for the premium, payable on delivery 
of the policy. The policy was written 
and mailed to the agent, and received by 
him on Dec. 21, 1918. Sunday, Dec. 22, 
the agent saw Mason on the street and 
told him he had his policy, to which 
Mason replied that he was in a hurry 
at the time, and to keep the policy for 
him. Monday, Dec. 23, 1918, Mason 
was shot and killed at his farm, and the 
agent returned the policy to the com- 
Suit was brought by the widow 


pany. 
and judgment in her favor was 
rendered. 


The Supreme Court said that if there 
was a delivery of the policy at all it 
was on Sunday, and the making or con- 
summation of a contract on that day is 
illegal and unenforcible, unless the mak- 
ing is subsequently ratified by the 
parties. The lower court so instructed 
the jury, and they evidently found that 
there was a ratification of the delivery. 
The Supreme Court held, however, that 
the facts do not bear out this conten- 
tion. Mason was killed about 9 o’clock 
on Monday morning. Before the illegal 
delivery of the policy could be ratified 
or disapproved a reasonable time must 
elapse, the court said, and on the same 
day of the death of Mason the agent 
distinctly repudiated the contract by 
returning the policy to the company. 
The recovery of the appellee was de- 
pendent upon the delivery of the policy, 
and this return by the agent was a 
disaffirmance of that act, and, accord- 
ingly, Mrs. Mason was not entitled to 
recovery under the policy. The judg- 
ment was reversed and the case dis- 
missed. 


Equitable of Iowa Gathering 


The Equitable Life of Iowa was host 
at a joyous yuletide dinner at the Hotel 
Fort Des Moines last week with 225 of- 
ficers and employes as guests. 

An interesting feature was the pres- 
ence of three generations of Hubbells: F 
M. Hubbell who founded the company 
55 years ago, his son F. C. Hubbell, 
former president and his grandson, 
Frederick Windsor Hubbell, treasurer. 
When the first named entered he was 
given an ovation. Although his nam« 
appears as number one on the policy 
roll, it was the first time he had ever 
attended a banquet at which all of the 
employes were present. Henry S. Nol- 
len, president, spoke of the growth ot 
the company and its future and praised 
Mr. Hubbell. He urged a continuance 
of the spirit of cooperation which has 
been so manifest the past year. Em- 
ployes put on a most interesting pro- 
gram and boxes of fruit, candies, nuts, 
cartons of cigarettes and cigars were 
passed out in true Christmas style. 


Idaho State Life Dividend 


The Idaho State. Life has paid its 
first dividend amounting to 6 per cent. 
The compaiay was organized in 1909. It 
began business Feb. 1, 1910. 
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SAYS LIFE COMPANIES 
FAIL TO MEET NEEDS 





Official Declares All Companies 
Should Write Sub-Standard 
Business on Same Basis 





NEW CONDITION PREVAILS 


Greatly Widened Demand for Life In- 
surance Means Larger Number 
of Impaired Applicants 





There is no liver subject in life in- 
surance just now than sub-standard 
business. Everybody is talking about 
it. Nearly all officials have an opinion 
of one kind or another. Some advocate 
the general writing of sub-standard 
business by all companies, irrespective 
of size, while others see a serious danger 
if companies without what might be 
regarded as the proper machinery un- 
dertake the general acceptance of im- 
paired risks. Nearly all companies are 
experimenting in some way. They are 
writing certain classes of sub-standard 
cases, Or are at least accepting impaired 
risks and then reinsuring the entire lia- 
bility in some other company. At any 
rate, what to do regarding the writing 
of sub-standard risks is a question that 
is absorbing more than the _ usual 
amount of attention of life insurance 
officials. 


Most Significant Change 


“What I regard as the biggest and 
important change that has taken place 
in life insurance during say the last 
two or three years, is the fact that in 
flush times life insurance rises with the 
general prosperity enjoyed in other 
lines. I mean that it does not take hard 
times to make apparent the need for 
life insurance. In the old days if the 
country was in the midst of a period 
of prosperity, life insurance went ahead 
to a certain extent, but did not advance 
in anywhere near the proportion that 
other large and important businesses 
increased. Life insurance simply picked 
up a little bit, but did not share in the 
general prosperity of the country as it 
should have. Consider what happened 
in 1920 and even in 1921 as an example 
of what I mean. Particularly last year 
this country enjoyed the greatest pros- 
perity. Most people had more money 
than they had ever possessed before, 
and were spending it freely. What hap- 


pened wt the life insurance business? 
It made the greatest advances: in its 
history. Why? Because people gen- 


erally had learned to recognize the value 
umd need of life insurance. They spent 
their money for life insurance. They 
invested their money while they had it. 
True, they spent hundreds of thousands 
of dollars for unnecessary luxuries but 
at the same time they invested huge 
sums in life insurance. They did not 
take the attitude which had always been 
taken in times of prosperity before: 
that they hed plenty of money, did not 
1ced life insurance, were not interested 
buying it, 
Need Now Plainly Seen 


“In some way or other, the fact has 
sunk into the minds of the buying pub- 
lic of this country that life insurance is 
i necessity, and nothing less. The need 
for life insurance is universally recog- 
nized. Men see that life insurance is 
an absolutely essential part of any eco- 
nomic program, and that life insurance 
must be carried whether times are pros- 
perous or not. The fact that people 
generally bought so much life insurance 
in 1920, in a vear when there seemed to 
be less need for life insurance than ever 
bfore, is a thing of great significance 
In mv estimation. 

“All of this is a rather long winded 
Prelude to the fact that life insurance 
companies have a responsibility when 


it comes to the writing of sub-standard 
risks. As I see it, every company writ- 
ing life insurance should also write 
sub-standard business. For a company 
tc say that it has no experience to guide 
it in the writing of sub-standard cases. 
is, to my mind, the 
an excuse. Statistics bearing on sub- 
standard business are plentiful and ade- 
quate. The New York Life has given 
out its experience on sub-standard busi- 
ness, and is perfectly willing to pass on 
to any company requesting it, its 
hgures on sub-standard mortality. The 


weakest kind of | 


New York Life transacts an enormous | 


business, and its mortality figures on 
impaired risks extend over a period of 
years, and are of the greatest value. 
If a small or moderate sized company 


job. They resent very heatedly any 
attempt of the government or the var- 
ious commonwealths to get into the life 
insurance business. They declare very 
emphatically that they are _ better 
equipped to handle life insurance than 
the state or the nation, and yet they are 
most certainly falling down on when 
it comes to the writing of impaired 
risks 
in the sub-standard business in a serious 
way. 
has come for life insurance institutions 
of all kinds to get seriously down to 
the question of writing sub-standard 
business. There is a public duty in 
connection with this question that ex- 
tends beyond whether or not the offi- 


/ cers of any one company think it is a 


does not care to directly undertake the | 


writing of sub-standard business, it is 
casily possible to arrange to reinsure 
sub-standard liability with some com- 
panies writing impaired risks on a 
broader scale. 

Are Not Meeting Demands 


“The point I want to make is that 
the public must have coverage, and 
agents should not be allowed to say 
that they will not write a case simply 
because their company will not write it. 
Every company should have arrange- 


ments of some sort to write sub-stand- | 


ard cases, unless the risk is seriously 
impaired. The life insurance companies 
of this country have undertaken to 
insure the public. They must fill the 


good thing to write sub-standard busi- 


ness or not. 


Should Extend Coverage 

“The new conditions in life insurance 
should alter the attitude that has been 
held for so many years by officials 
whose ideas were gained from what 
happened in the life insurance business 
25 or 30 years ago. Today there is a 
strong public demand for life insurance 
that was not in evidence even five years 
ago. The people of the nation are 
looking to the life insurance companies 
for coverage. Only a very few com- 
panies are able to give comprehensive 
and wide coverage; that is, protection 
that protects all types of risks. I do 
not advocate that any company write 


Only a very few companies are | 


Personally, I think that the time 











ll 


a risk so obviously impaired as to 
bring about a death loss within a year 
or two. But at the same time the 
people that need life insurance most 
are those that are not in the pink of 
condition, Life insurance companies 
should have some facilities to write 
such risks. A proper rate should be 
collected, but the business should be 
written on some basis or other. If a 
company does not care to get into the 
sub-standard business direct it is no 
trick at all to arrange with some com- 
basis to 


pany on a reimsurance auto- 
matically absorb all of the sub-stand-. 
ard liability taken on. What I want 
to say is that sub-standard business 
should be viewed in the light of the 
new situation prevailing in life insur- 
ance. The very much widened demand 
tor life insurance simply means that 


more and more applicants are impaired, 
if only slightly. Too many cases of this 
kind are today being turned down, If 
the life insurance companies of the 
country are to meet the public demand, 
if they are to adequately and satisfac- 
torily fill the life insurance needs of 
the nation, they must arrange, either 
directly or indirectly, to write sub- 
standard cases.” 

Louis repre- 
Life, was the 


division to 
having 


Isndor Unterberger, 5St 
sentative of the New York 
first man in the St. Louis 
qualify for the $200,000 club, 
passed the $250,000 mark in paid for 
business in August This is a signal 
achievement, all the more remarkable 
because “he is 98 percent blind.” 
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$2500 


Guaranteed 
to a Child 


Education : Business : 







Ordinary Insurance 
FOR CHILDREN 





IN TEN 
FIFTEEN 
OR 
TWENTY 

YEARS 





AT ANY AGE 


ISSUED 





One Day to 


Fourteen Years itself felt. 


For Further Partic 






Public Savings Insurance Co. 


Indianapolis, Indiana 


Operating only in Indiana 


to add to their income by writing 

ordinary life insurance on children 
from age of 1 day to 15 years. 
issued in sums of $500 up to $2,500. 
is a chance to open new avenues and offer 
a larger family service. 
for children’s insurance on the ordinary plan. 


Oc. si to all agents a big opportunity 


The Public Savings Insurance Company 
began business in 1910. 
intermediate and 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


No one has to introduce this company to 
people of Indiana. 
gressive agency organization that is making 


Policies are 
Here 


There are demands 


It writes ordinary, 


industrial insurance. It 


It has a large and ag- 


lars Write 


Carl G. Winter, President 
Charles W. Folz, Secretary 





Marriage 


Home Office: 
Indianapolis, Indiana 
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GREATEST 


ILLINOIS 


COM PANY 


WANTS GOOD MEN 


AND 


WILL PAY THEM WELL 








NEWS ABOUT LIFE POLICIES 

















New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual-Digest’’ 
and “‘LittleGem,”’ Published 4nnuallyin May. PRICE, $3.50 and $2.00 respectively 

















Insurance in force 7.2; 


$128 ,000,000 


The 1922 Scale of Dividends of the Equitable 


of New York 


ORDINARY LIFE 














Age 21 22 23 24 25 26 27 28 
. Prem., $19.62 $20.06 $20.51 $20.99 $21.49 $22.01 $22.56 $23.14 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- 
dend dend dend dend dend dend dend 
$ 3.90 $ 3.96 $ 4.03 $ 4.10 4.17 $ 4.25 $ 4.33 
4.09 4.16 4.2 4.32 4.40 4.49 4.58 
4.30 4.37 4.46 4.54 4.63 4.72 4.82 
*7.54 *7.70 *7.86 *8.03 *8.20 *8.40 *8.59 
4:71 4.80 4.90 5.00 5.10 §.21 5.33 
4.93 5.02 5.12 5.23 5.35 5.47 5.59 
5.14 5.25 5.36 5.47 5.60 5.72 5.82 
5.36 5.47 5.59 5.72 5.85 5.94 6.05 
5.59 5.71 5.84 5.97 6.06 6.17 6.28 
5.82 5.95 6.08 6.18 6.29 6.40 6.52 
6.05 6.19 6.29 6.40 6.52 6.64 6.77 
6.29 6.39 6.51 6.62 6.75 6.88 6.98 
6.50 6.61 6.73 6.86 6.99 7.09 7.20 
6.70 6.82 6.95 7.09 7.19 7.30 7.42 
6.92 7.05 7.19 7.29 7.40 7.52 7.65 
7.11 7.24 7.35 7.46 7.58 7.70 7.84 
7.30 7.40 7.52 7.63 7.76 7.90 8.04 
7.46 7.57 7.69 7.81 7.95 8.09 8.24 
1 7.62 7.74 7.8 8.00 8.14 8.29 8.45 
*Including special 5th year Dividend. 
32 33 3 3 36 37 38 
$25.75 $26.50 $27.28 $28.11 $28.98 $29.90 $30.88 
Divi- Divi- Divi- Divi- Divi- Divi- Divi- 
dend dend dend dend dend dend dend 
i $ 4.71 $ 4.82 $ 4.89 $ 4.97 $ 5.06 $ 5.15 $ 5.25 
‘ 4.99 5.07 5.15 5.24 5.34 5.44 5.51 
5. 5.23 5.32 5.42 5.52 5.63 5.70 5.78 
¥ *9.40 *9.62 *9.85 10.09 *10.30 *10.53 *10.77 
J 5.74 5.85 5.96 6.0 6.13 6.23 6.33 
: 6.00 6.12 6.20 6.29 6.39 6.50 6.61 
, 6.26 6.35 6.45 6.55 6.66 6.78 6.90 
6. 6.49 6.59 6.70 6.81 6.93 7.06 7.20 
‘ 6.72 6.83 6.95 7.07 7.21 7.35 7.50 
i 6.96 7.08 7.21 7.34 7.49 7.64 7.80 
an éuw see 7.09 7.21 7.34 7.47 7.63 7.78 7.94 8.11 
faa 7.33 7.46 7.60 7.74 7.90 8.07 8.24 8.42 
De eucees 7.57 7.71 7.86 8.02 8.19 8.36 8.54 8.74 
BD sececs 7.82 7.97 8.14 8.30 8.48 8.66 8.85 9.05 
a uccewa 8.08 8.24 8.40 8.58 8.77 8.96 9.15 9.35 
Be ssesee 8.29 8.46 8.64 8.82 9.01 9.21 9.40 9.60 
a seneee 8.52 8.69 8.87 9.06 9.25 9.45 9.65 9.92 
ae. nesses 8.74 8.92 9.11 9.30 9.50 9.69 9.96 10.22 
ae uesces .97 9.16 9.34 9.54 9.73 9.99 10.26 10.53 
*Including special 5th year Dividend. 
Age 41 42 43 44 45 46 47 4 
Prem., $34.16 $35.39 $36.70 $38.08 $39.55 $41.12 $42.79 $44.57 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- 
dend dend dend dend dend dend dend dend 
5.45 $5.53 $ 5.62 $ 5.71 $ 5.82 $ 5.93 $ 6.05 $ 6.18 
5.75 5.84 5.95 6.06 6.18 6.31 6.44 6.59 
.06 6.16 6.28 6.41 6.54 6.69 6.84 7.00 
11.61 11,93 12.26 %12.64 *%13.03 13.44 13.88 *14.34 
6.69 6.82 6.97 7.13 7.2 7.4 7.63 7.81 
7.01 7.16 7.32 7.49 7.66 7.84 8.03 8.21 
7.34 7.50 7.67 7.85 8.04 8.22 8.42 8.68 
7.67 7.85 8.03 8.22 8.40 8.60 8.87 9.15 
8.01 8.19 8.38 8.57 8.77 9.04 9.32 9.61 
8.34 8.53 8.73 8.93 9.20 9.48 9.77 10.07 
8.68 8.87 9.07 9.34 9.63 9.92 10.22 10.53 
9.00 9.21 9.48 9.76 10.05 10.35 10.66 11.06 
9.33 9.60 9.88 10.17 10.47 10.78 11.18 11.60 
9.72 10.00 10.29 10.58 10.89 11.28 11.70 12.14 
10.10 10.39 10.68 10.98 11.38 11.79 12.22 12.68 
10.43 10.72 11.02 11.40 11.81 12.23 12.67 12.14 
10.75 11.04 11.42 11.82 12.24 12.67 13.12 13.60 
11.07 11.44 11.83 12.24 12.66 13.11 13.57 14.05 
11.46 11.84 12.24 12.66 13.09 13.54 14.01 14.50 
*Including special 5th year Dividend. 
Age 51 52 53 54 55 56 57 5 
$50.62 $52.91 $55.35 $57.95 $60.72 $63.68 $66.84 $70.22 
Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- 
dend dend dend dend dend dend dend dend 
61 $ 6.76 $6.91 $ 7.15 $ 7.41 $ 7.67 $ 7.94 $ 8.22 
7.06 7.22 7.47 7.73 8.00 8.28 8.56 8.98 
7.50 7.7 8.02 8.30 8.58 8.88 9.30 9.75 
*15.98 *16.65 17.36 18.12 %18.92 *19.89 *20.93 *%22.06 
8.53 8.82 9.12 9.42 9.8 10.29 10.76 11.27 
9.04 9.34 9.65 10.07 10.52 10.99 11.49 12.02 
9.55 9.87 10.28 10.73 11.20 11.70 12.22 12.78 
10.05 10.47 10.91 11.38 11.87 12.39 12.95 13.53 
10.64 11.08 11.54 12.03 12.55 13.09 13.66 14.27 
11.23 11.69 12.18 12.68 13.22 13.78 14.38 15.01 
11.82 12.30 12.80 13.33 13.89 14.47 15.09 15.74 
12.41 12.91 13.43 13.97 14.55 15.15 15.79 16.46 
13.00 13.51 14.05 14.61 15.20 15.83 16.48 17.18 
13.58 14.11 14.66 15.24 15.86 16.50 17.17 17.88 
14.16 14.70 15.28 15.87 16.50 17.16 17.85 18.58 
14.66 15.21 15.79 16.40 17.03 17.70 18.41 19.15 
15.14 15.71 16.30 16.91 17.56 18.24 18.96 19.72 
15.62 16.20 16.80 17.42 18.08 18.78 19.51 20.2 
BO ccccee 16.10 16.68 17.29 17.92 18.60 19.30 20.05 20.84 


*Including special 5th year Dividend. 


TWENTY PAYMENT LIFE 




















e 21 22 23 2 25 26 27 28 

Prem., $29.84 $30.31 $30.80 $31.31 $31.83 $32.37 $32.94 $33.52 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- 
force dend dend den dend dend dend dend dend 
B cecces 4. $ 4.70 $ 4.77 $ 4.83 $ 4.91 4.98 $ 5.05 5.13 
DS eassas 4.95 5.03 5.11 5.18 5.26 5.34 5.42 5.52 
OS etcoese 5.29 5.37 5.45 5.53 5.62 5.71 5.80 5.90 
GS ccaees *9.54 *9.71 *9.87 10.04 *10.22 *10.39 *10.57 *10.77 
S «canes 5.98 6.08 6.18 6.27 6.38 6.48 6.59 6.70 
ST sedeos 6.34 6.45 6.55 6.65 6.77 6.88 6.99 7.12 
S sseees 6.71 6.82 6.92 7.03 7.16 7.28 7.41 7.50 
D cceces 7.08 7.20 7.32 7.44 7.57 7.69 7.79 7.90 
BO ccuees 7.47 7.59 7.72 7.85 7.99 8.08 8.19 8.31 
BS ccoecs 7.85 7.99 8.13 8.26 8.38 8.48 8.60 8.72 
IZ wccces 8.26 8.41 8.54 8.65 8.78 8.90 9.02 9.15 
BS coscss 8.67 8.83 8.94 9.06 9.19 9.32 9.46 9.56 
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Age 21 22 23 24 25 26 27 28 29 30 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- 
force dend dend dend dend dend dend dend dend dend dend 
14 cecce - 9.09 9.22 9.34 9.47 9.62 9.76 9.88 9.99 10.13 10.26 
UB ccccce 9.49 9.63 9.76 9.90 10.06 10.17 10.30 10.44 10.58 10.72 
16 wccsee 9.91 10.06 10.2 10.34 10.47 10.60 10.74 10.89 11.05 11.19 
BT ccoces 10.29 10.45 10.60 10.73 10.86 11.00 11.15 11.30 11.48 11.64 
18 wcccecs 10.70 10.86 10.99 11.13 11.28 11.42 11.58 11.74 11.93 12.10 
29 cccces tr 11.25 11.39 11.54 11.69 11.85 12.03 12.20 12.39 12.57 
BO wccoes 11.50 11.65 11.80 11.97 12.14 12.30 12.49 12.67 12.87 13.08 
*Including special 5th year Dividend. LIFE INSI TRANCE 
Pp Ase os 42 sens $2682 $3756 $338. $ 36 37 38 39 0 
rem., 42 36. 36.82 7.8 8.34 39.15 $40.00 $40.89 $41.81 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- COMPAN Y 
force dend dend dend dend dend dend dend dend dend 
BS scesse ety i as. g ry t aes $ 5.77 $ 5.85 $ 5.93 $ 6.03 §$ 6.08 
BS cescce 5. 5. 01 .09 6.17 6.27 6.37 6.43 6.49 
z sexes wStt 4,882 (840 8 1 + ae INSURANCE IN FORCE......................$70,000,000 
B wcccse .39 11.60 11.80 *12.02 12.26 *12.46 12.68 *12.90 %13.14 
eer 7.01 7.12 7.22 7.33 7.41 7. 7.58 7.68 7.78 ASSETS. TEEEPIEEEEELELELE LTTE TEEETILELEl $ 6,000,000 
T cocces 7.42 7.53 7.64 7.74 7.82 7. 8.02 8.12 8.24 
BS cascce 7.84 7.96 8.05 8.14 8.24 8.5 8.47 8.57 8.70 
D esasee 8.26 8.36 8.46 8.57 8.68 8. 8.92 9.04 9.18 
10 ccccce 2.87 8.77 8.88 8.99 9.12 9. 9.39 9.53 9.68 
Tl accece 9.08 9.20 .32 9.44 9.58 9. 9.87 10.02 10.18 
a Se 7 FULL LEVEL PREMIUM RESERVES 
BE cccces 9.95 10.10 10.23 10.39 10.54 10.7 10.88 11.05 11.24 . ° : a 
DE: deeuna 10.40 10.56 10.72 10.88 11.05 11.22 11.41 11.59 11.78 Youngest Company in America to Discard Preliminary Term Valuations 
BB cccovce 10.88 11.05 11.21 11.38 11.57 11. 11.95 12.15 12.33 
BS sccsce tet} ty 11.72 11.92 12.10 12.3 12.51 13.7 12.91 
ae «cseees 82 2.01 12.20 12.39 12.60 12. 13.01 13.2 13.48 . . . 
oe eam 12.29 1249 12.69 12.89 13.11 13: 13.54 13.80 14.07 A Strictly Mutual Company in which the Good 
BD eoesee ets 13. os 13.20 13.42 13.64 13.8 14.13 14.40 14.67 Will f R ib] A Co f 1 
BO cesces 29 61 13.73 13.96 14.19 14. 14.73 15.02 15.30 lun 
*Including special 5th year Dividend. 0 esponsi e gents ts or 00%. 
Age 41 42 43 44 45 46 47 48 49 50 
Pram, “en.ts = tg eenee $47.25 $48.52 $49.87 $51.31 $52.83 $54.45 $56.17 
Yrs. in ivi- divi- Jivi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- IF YOl J WANT TO GROW 
force soot STi oss Pwr dend ste dend dend dend dend ADDRESS 
2 . 2 .35 6.43 $ 6.52 6.61 $ 6.73 $ 683 §$ 6.95 7.07 
3° 673 681 690 700 712 735 735 * tas * Hes HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 
7.18 7.28 7.39 7.50 7.63 7.77 7.89 8.04 8.17 
£13.98 14.28 14.61 14.96 15.33 15.75 *16.14 *16.59 17.05 
8.13 8.25 8.39 8.53 8.68 8.82 8.97 9.13 9.36 
8.62 8.76 8.90 9.05 9.20 9.37 9.52 9.76 9.99 
9.13 9.28 9.43 9.58 9.75 9.92 10.14 10.38 10.63 
9.64 9.80 9.96 10.12 10.29 10.53 10.77 11.02 11.27 
ety 10.33 10.50 10.67 10.91 11.16 11.40 11.67 11.92 
10. 10.87 11.05 11.29 11.53 11.80 12.04 12.31 12.66 
11.24 11.42 11.67 11.91 12.17 12.44 12.70 13.05 13.42 J. O., LAUGMAN, President DR. ANDREW JOHNSON, Secretary 
11.80 12.04 12.29 12.55 12.82 13.09 13.43 13.80 14.18 
12.42 12.68 12.94 13.20 13.47 13.82 14.18 14.56 14.95 
13.06 13.32 13.59 13.86 14.22 14.56 14.94 15.34 15.74 ’ “4 
13.70 13.97 14.25 14.60 14.96 15.34 15.72 16.13 16.55 
14.30 14.58 14.93 15.28 15.66 16.05 16.44 16.86 17.29 
14.92 15.2€ 15.60 15.98 16.37 16.77 17.18 17.61 18.05 
15.60 15.96 16.33 16.71 17.10 17.52 17.94 18.39 18.84 
17.87 18.30 18.73 1 19.67 





15.95 16.31 16.68 17.06 17.46 i 73 ©=«19.19 
—ae —— 5th year Dividend. ompanyp 
55 5 § 60 











Age 2 53 5 55 56 57 58 59 
Prem $58.01 $59.97 $62.06 $64.29 $66.69 $69.26 $72.01 $74.98 $78.16 $81.60 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- p- o-d 

Tt ste $74 3S ots dend Fare) dend offers u t ate contracts for good men. 
7.4 7. 8 8.12 $8.35 $ 8.61 8.98 $ 9.40 pee 

$10 8:33 8.56 8.81 9.05 8.45884 10.28 Sohrbeck Building 
8.77 8.99 “2 9.50 9.87 10.29 10.70 11.17 

*18.87 *19.53 *20.26 21.16 °22.09 *23.17 *24.26 *25.50 MOLINE, ILLINOIS 

10.08 10.34 10.71 1211 11.51 11.97 %2:44 12.95 

10.75 11.11 11.50 11.91 12.34 12.82 13.30 13.84 

11.51 11.88 12.29 12.73 13.17 13.67 14.18 14.73 

12.28 12.67 13.09 13.54 14.01 14.53 15.05 15.62 

13.05 13.46 13.90 14.37 14.85 15.38 15.92 16.52 

13.84 14.26 14.71 15.20 15.70 16.25 16.80 17.41 

14.63 15.07 15.54 16.04 16.55 17.11 17.69 18.31 

15.44 15.89 16.37 16.89 17.41 17.99 18.58 19.22 ° ° 

16.25 16.72 17.22 17.75 18.28 18.88 19.48 20.14 e u e ance 
17.08 17.56 18.08 18.62 19.17 19.79 20.40 21.08 

17.93 18.43 18.96 19.52 20.08 20.71 21.35 22.04 

18.71 19.22 19.75 20.32 20.91 21.55 22.20 22.91 M 

19.51 20.03 20.58 21.17 21.76 22:42 23:09 23.82 

20.34 20.88 21.45 22.06 22.67 23.35 24.04 24.80 OF COLUMBUS, OHIO 
21.22 21.78 22.37 23.00 23.64 24.35 25.07 25.85 





$sab Ne eeiakek OR: Sane Dividend. Dr. Ww. oO. P ‘ t 
TWENTY YEAR ENDOWMENT 









































P - l» - G. W. Steinman, Seoretary 
e 21 >» 9 24 25 26 27 28 9 30 M. B. Arnold, First Vieo 
Prem., $48.63 $48.79 $48.96 $49.14 $49.33 $49.53 $49.73 $49.95 $50.18 $50.43 Br. €. J. Wien. Viee-res. and Med. Olrester & S_Beratt, Aust, Seerctary 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- fF. R. He . Treasurer 1. @, Menres, Supt. of Agencies 
force dend dend dend dend dend dend dend dend dend dend 
pee 4.84 $ 4.92 $ 5.02 $ 5.12 $ 5.21 $ 5.31 $ 5.42 $ 5.52 $ 5.65 $ 5.76 
S. cauaks 5.4 5.51 5.6 5.71 5.81 5.92 6.03 613 6.25 6.38 P 
ee ee? 604 612 623 632 642 «46.54 6.64 6.75 6.88 7.00 
| Beenie: *10.76 *10.93 *11.17 *11.38 11.59 11.83 12.05 *12.28 *12.55 *12.80 
D ooaaate 730 7.39 7.49 7.60 7.70 7.82 7.93 8.04 8.17 8.27 
S ~vessed 7.96 8.05 8.15 8.26 8.36 8.48 8.59 8.71 8.81 8.90 
pares $62 8.71 $83 894 9.04 9.16 9.2% 936 947 9.56 
Peete 9.32 9.41 952 9.63 9.74 986 9.95 10.04 10.14 10.24 
er ccaent 10.03 10.12 10.23 10.34 10.46 10.54 10.64 10.73 10.84 10.95 
OR paca 10.75 10.84 10.96 11.07 11.36 11.26 11.85 11.45 11.56 11.65 
| aes: 11:49 11.60 11-71 1180 3189 11-99 12.09 12:18 12.28 12.37 
Piatt tacit 1226 12.36 12.45 12.55 12.65 12.75 12.85 12.93 13.03 13.12 
Prem., $50.07 $50.17 $50.28 $50.40 $50.53 $50.66 $50.81 $50.97 $51.13 $51.31 I wo General Agency Openings 
peers $14.46 $14.49 $14.53 $14.56 $14.61 $14.64 $14.68 $14.70 $14.74 $14.76 
Pena. 15.27 15.29 15.33 15.27 15.41 15.43 15.47 15.50 15.54 15.58 In the State of Montana 
Os aaacnes 1609 i611 16.16 16.20 16.23 16.26 16.30 16.35 16.39 16.42 
a 1687 1690 16.95 16.99 17.02 17.05 17.11 17.14 17.20 17.25 od 2 . 
17 se see. 1769 1772 1776 1780 17.84 17:89 17-95 1799 18.05 18:10 A splendid direct Home Office contract under which a and 
gone 18.55 18.57 18.62 18.60 18.71 18.7 18.82 18.87 18.93 18.98 busin . : +43 : ‘ 
i eiaea 1942 1945 19.51 19.56 19.61 19.66 19.73 19.79 19.86 19.92 permanent ess can be established is waiting for the right man 
*Including s pec! ‘al 5th year Dividend. 
—— a. lhe 34 35 sstbs aster asi” 39 40 THE COMPANY NOW HAS MORE THAN $76,000,000 
Prem., $50.69 $50.96 $51.26 $51.91 $52.28 $52. 53.10 $53.56 $54.06 
Yrs. in Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- Divi- OF INSURANCE IN FORCE 
force dend dend dend dend dend dend dend dend dend 
pe 5.88 $ 6.00 $ 6.14 $6.33 $6.43 $ 6.54 $665 $6.73 § 6.80 Th e ° 
Garter: 6.50 6.63 6.72 6.91 7.0: 715 7.22 7.29 7.3 Min ta tu 
pe 7130«722—~C—«*T; BA 7 764 772 779 #789 7:97 e neso utua e insurance VO. 
© seared *13.02 *13.26 *13.51 *14.03 *14.29 *14.52 °14.78 *15.05 *15.33 ST. PAUL, MINNESOTA 
© -seeaee 8.36 8. 8.57 8. 8.84 8.93 9.02 9.11 9.21 ° 
rr 9.01 9. 9.22 9.5 9.48 9.57 9.66 9.76 9.87 
S scavee 9.67 9. 9.86 10. 10.12 10.23 10.32 10.43 10.54 
| dati 10.35 10. 10.52 10. 10.81 10.90 11.01 11.12 11.24 
" eae 11.03 11. 11.21 11. 11.50 11.61 11.72 11.83 11.95 
_. Whpenste: 11.73 11. 11.91 12. 12-23 12.3 12:46 12.57 12.70 ECRET o- 
Oe cccuee 2:46 0612. 12.66 12. 298 3.09 2 3.34 13.4 CRET OUR 
tat 1321 13:28 13.42 13.63 13.76 13.88 14.00 14.13 14.25 0 1S We have a contract for you under which your 
Prem., $51.51 $51.72 __ $51.95 $53.67 _ 953.05 _ 205.20 _ 005.67 _955.87 _ 954.31 ERVICE income will be limited only by your activities 
oe oemaace 14.81 14.85 14.90 $14.99 $15.06 $15.11 $15.19 $15.26 $15.33 
Geen *ikes ‘iser ‘18:72 1883 “15.90 "15.96 “16-04 “ieit “161s || - A REAL PROPOSITION FOR A REAL MAN 
pleat: 16.47 16.53 16.58 16. "78 «16.8 392 17.00 17.11 
- 799 7.36 7.42 17. 17.62 17.70 17.78 17.88 18.00 DETROIT 
Be ee ee Ee os ieee 1) is izss 180011 FEDERAL CASUALTY COMPANY, midiidin 
SA okies 19.05 19.12 19.20 19. 19.45 19.55 19:65 19:77 19:89 : . 
oe ou hice 19.99 20.07 20.15 20. 24 20.: 20.44 20.54 20.66 20.79 20.92 Cash Capital, $200,000.00 Vv. D. CLIFF, President 








*Including special 5th year Dividend. 
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GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 
325-331 Title Guaranty Bidg., @1 Dallas County State Bank Build 
St. Louis, Missouri Dallas, Texas me 
Mer. Missouri and Kansas Mgr. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Director 
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1867 1921 
THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 





Age 51 
Prem., $63.91 
Divi- 
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More Than 1’4 Million Policies Now in Force 


Only four other life insurance companies in America have more 

policy contracts in force than this Company. A study of the 

following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 

Assets $ 5,614,764 $10,279,663 $22,885,957 

Policies in Force 371,106 613,615 1,277,277 

Insurance in Force 49,245,028 89,596,833 251,594,364 
Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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THE TWIN CITY LIFE 


Insurance Company 
SAINT PAUL MINNESOTA 


Insurance in Force, $4,421,000 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 
B your viewpoint and ours agree, we can do oe sa with each 
other. 


WRITE US 








1921 

-+- $31.40 
34.04 
37.20 
41.08 
45.93 
§2.15 
60.48 











A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 











$17.18 
18.15 


23 


Prudential net costs under the com- 
pany’s new dividend schedule, on pol- 
icies issued 1910-1921, including disa- 

Whole Life 
191 


1 
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28 23.97 
g& spe year Dividend. 


Prudential’s Net Costs 


bility clause on male lives, for the 
various policy forms at five-year i- 
tervals, are as follows: 





1920 
1 $14.11 $14.01 $18.86 
15.85 15.74 15.51 
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10 Payment Life 
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44.21 44.09 
48.03 47.91 
52.92 54.32 
64.96 64.83 
1917 1916 
$35.10 $35.00 
38.03 37.92 
41.60 41.48 





75.50 75.33 





7.95 8.06 8.17 8.28 8.40 
8.59 8.70 8.81 8.93 9.05 
*17.27 *17.65 *18.02 %18.44 %18.87 
9.90 10.01 10.12 10.24 10.43 
10.56 10.69 10.80 10.99 11.18 
11.26 11.38 11.55 11.74 11.94 
11.97 12.15 12.32 12.51 12.70 
12.74 12.93 13.10 13.30 13.49 
13.54 13.73 13.90 14.10 14.37 
14.37 14.55 14.73 14.99 15.26 
15.21 15.40 15.63 15.90 16.18 
$58.14 $59.03 $60.03 $61.13 $62.34 
$16.03 $16.22 $16.43 $16.66 $16.91 
16.98 17.17 17.39 17.62 17.88 
17.96 18.16 18.38 18.62 18.88 
18.90 19.10 " 


Metropolitan Life 


The Metropolitan Life has an- 
nounced industrial dividends to the 
extent of $9,195,000 for 1922, this 
making a total of $92,000,000 in 
dividends declared within the past 
26 years. In the ordinary depart- 
ment dividends payable in the first 
four months of 1922 were declared 
early in this year, these amounting 
to nearly $1,000,000. If was also 
announced that dividends for the 
remaining eight months of the year 
will be declared during the first 
quarter of 1922. 


1914 1913 1912 1911 1910 


5 7° 
67 $13.60 $13.52 $13.43 $13.33 $13.22 
.27 15.18 15.09 14.98 14.91 14.79 
$2 17.32 17.21 17.09 16.97 16.83 
27 20.16 20.04 19.91 19.79 19.64 


24.09 23.97 23.84 23.70 23.56 23.40 
29.28 29.15 29.01 28.88 28.88 28.70 
36.80 36.66 36.51 36.35 36.16 35.97 
46.79 46.64 46.47 46.30 46.10 45.89 
60.88 60.71 60.55 60.36 60.17 59.95 59.73 


Payment Life 
1915 1914 1913 1912 1911 1910 
$21.06 ¢ 
2284 


9.98 $20.90 $20.81 $20.74 $20.63 
74 


92.7 


36.17 36.04 35.91 35.75 35.64 35.46 
42.45 42.31 42. y 88 . 
51.08 50.92 50.77 50.61 50.48 50.29 
63.27 63.12 62.96 62.78 62.66 62.46 
Endowment 

1915 1914 
39.60 $39.49 $39.40 
39.70 39.59 . 3s 
40.10 3498 39.85 39.7 
40.80 40.69 5 

42.03 41.92 








if 1913 1912 1911 1910 

25. $25.42 $25.32 $25.22 $25.10 
27.77 27.66 27.56 27.43 27.32 27.18 
30.42 30.31 30.19 30.06 29.93 29.78 
33.69 83.57 33.43 33.29 33.18 33.01 
37.76 37.63 37.48 37.33 37.19 37.01 
42.88 42.74 42.58 42.40 42.26 42.08 
49.50 49.35 49.18 49.00 48.84 48.64 
58.18 58.02 57.84 57.65 §&7.49 657.28 
69.95 69.78 69.60 69.42 69.27 69.05 


1915 1$14 1913 1912 1911 1910 
27.77 $27.69 $27.61 $27.51 d Z : 

29.95 29.85 29.74 

32.73 32.61 32.49 

36.17 36.06 35.93 

40.50 40.39 40.25 

46.03 45.93 45.79 

53.39 53.29 53.15 

63.40 63.34 63.21 





10 Year Endowment 
1 1 1917 1916 1915 191 
$88.70 $88.09 $87.94 $87.78 $87.60 $27. 
8.95 88.05 87.88 87.70 87. 
88.31 88.14 87.95 87 
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1 —— — 1 
iy Age 1921 1920 1919 1918 1917 1916 1915 1914 1913 191z 
+ BB ccvccecesececs 98.25 90.00 89.63 88.91 88.75 88.58 88.39 88.18 87.51 86.40 
Ls BO. csecccececccce 99.24 90.79 90.41 89.62 89.46 89.29 89.09 88.88 88.20 87.08 
i . MCP TT TTT Terre 100.86 92.19 91.80 90.87 90.70 90.53 90.33 90.12 89.43 88.30 
16 Bee cceeesentenens 103.65 94.64 94.23 93.14 92.97 92.79 92.59 92.38 91.69 90.54 
10 BBscecsetveaceces 108.30 98.62 98.17 97.05 96.88 96.69 96.50 96.28 95.59 94.42 
5 GPa cceoocececceoecs 115.93 104.98 104.49 103.61 103.44 103.26 103.05 102.83 102.13 100.95 e 
37 ; Floors or Small Offices in 
12 15 Year Endowment ILDING 
18 W 
4 Age 1921 1920 1919 1918 1917 1916 1915 1914 1913 1912 1911 1910 NE FIREPROOF BU 
70 | $61.57 $55.79 $55.53 $55.36 $55.24 $55.11 $54.98 $54.82 $54.66 $54.48 $54.33 $54.12 
49 25... 61.95 56.00 55.74 5 2 655.40 55.28 55.13 54.98 54.81 54.62 54.47 54.26 
87 30 62.49 56.30 56.03 55.85 55.73 55.60 55.45 55.29 55.12 54.93 54.77 54.55 
26 35 63.27 56.89 56.61 56.41 56.28 56.15 56.00 55.83 55.66 55.47 55.31 55.09 
18 40 64.51 58.00 57.71 57.36 57.23 57.09 56.94 56.77 56.60 56.40 56.24 56.02 ° 
45 66.57 59.91 59.63 59.02 58.89 58.75 58.60 58.43 58.25 58.05 57.91 57.67 W rior reet 
34 50... 70.11 63.16 62.85 62.00 61.87 61.73 61.57 61.40 61.22 61.02 60.86 60.63 S. yi Corner Supe < St 
91 55 76.01 68.38 68.04 67.09 66.96 66.82 66.66 66.48 66.30 66.10 65.94 65.70 ‘ “ 
$8 60... 85.69 76.69 76.28 75.61 75.47 75.33 75.18 74.99 74.81 74.00 74.45 74.21 Possession April 1922 Floors 4200 Square Feet 
3s 6 6F 25 Year Endowment Smaller Units to Suit 
86 4 Age 1921 1920 1919 1918 1917 1916 ‘1915 1914 1913 1912 1911 1910 . oe pe ° ° ° ° 
97 ; 20... $34.46 $30.76 $30.58 $30.57 $30.47 $30.36 $30.24 $30.12 $29.90 $29.86 $29.73 $29.57 This building has light on four sides and is 'ocated in the 
25... 34.96 31.05 30.87 30.90 30.80 30.6 30.53 230.41 30.28 30.13 30.03 29.82 N N h Sid 
‘ 30 36.71 31.60 31.41 31.44 31.34 31.21 31.07 30.94 30.79 30.64 30.55 30.31 ew Nort ide 
35.26 . 2. 32.41 32.37 32.25 32.12 31.98 31.85 31.69 31.53 31.46 31.22 
40 38.86 34.40 34.19 33.99 33.87 33.74 33.59 33.45 33.28 33.12 33.07 32.86 I R 
n- 4 45 ort} ores 37.23 36.78 36.66 36.53 36.38 36.23 36.04 35.89 35.92 35.70 INSURANCE CEN E 
zi 50. 47.5 42.50 42.27 41.90 41.87 41.63 41.47 41.32 41.14 40.96 40.77 40.52 H M4 ; 
he BH «-B5--- BG.32 50.52 50.27 49-73 49°66 49.46 49.28 49:09 48.93 48.75 48.60 48.34 2 blocks from Michigan Ave., | block from Chicago Ave., 
nis 4 60 69.80 62.84 62.53 62.05 61.91 61.75 61.58 61.42 61.23 61.03 60.82 60.56 1 block from State Street 
in 8 30 Year Endowment : 
& 
ast ‘2 Age 1921 1920 1919 1918 1917 1916 1915 1914 1913 1912 1911 1910 
rt- 20... $28.14 $24.96 $24.80 $24.70 $24.62 $24.53 $24.42 $24.32 $24.19 $24.07 $23.96 $23.81 an 
‘ Bi o>as 25.34 25.19 og 5 24.94 24.83 24.70 24.58 24.44 24.33 24.17 
rs 30 29.66 26.07 25.90 25.86 25.64 25.53 25.40 25.27 2 36.24.99 24.83 
ed 35 ety 27.39 27.21 27.07 26.87 26.70 26.60 26 46 2 2 26.15 26.60 RENTING AGENTS 
40 33.61 29.66 29.47 29.15 28.93 28.80 28.67 28.52 2 7 28.22 28.06 . 
ng | 45... 37.63 33.44 33.24 32.65 32.41 32.27 32.15 31.99 31.83 31.82 31.64 106 N. La Salle Street Franklin 4164 
4 50 44.09 39.48 39.27 38.72 38.46 38.30 38.17 38.01 3 4 37.66 37.46 
lso ka 55 54.03 48.69 48.46 47.70 47.42 47.26 47.04 46.92 4 7 46.60 46.39 
he ‘ - ——__— 
ar 
—— LOCAL ASSOCIATIONS | 
: : —— . 
j 
? ..Seattle—The December meeting of the 
3 Seattle Association was featured by a 
, scientific treatise of salesmanship by 
he ? Alva Lee Struthers, a vocational expert 
- L from Vancouver, B. C. The speaker ana- 
in- 4 lyzed the selling process and made clear 
| that there is a mental transformation ss 
i takes place in the brain of the prospect 
] at the time a sale is made. 
‘ : The matter of character analysis 
> 4 through physical peculiarities was shown 
: : by selecting members of the audience, 


and a few of his deductions follow: If 
your hand is as hard as an inch board, 
you will be hard to convince; if your 
hand is soft like an overripe apple, you 
are easy to sell. If the outer corner of 
your eye is much lower than the inner, 
you are willing to listen to figures. If 
the outer corner is higher than the in- 
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ee. ner, figures are a bore. If you have a 
30 wide nose and mouth, you like a good 
4.47 story; if they are narrow, you are “ex- 
7.25 clusive.” Inverted triangle faces like the 
0.82 romance of business. The fat man should 
5.46 be talked to after a meal, he is lazy; 
th therefore help him on with his overcoat. 
246 An educational advertising campaign 


was proposed by the publicity commit- 
tee of the Seattle organization. A large 
majority of the members present signed 
pledge cards, agreeing to pay 10 cents 
per thousand on all insurance paid for 
in 1922, to be expended on a newspaper 
campaign along this line. 

\. S. Elford, Seattle, chairman of the 
Sales congress, outlined plans for the 
Sales convention, which is to be held in 
“a Seattle during February. W. L. John 


HOW MUCH WILL IT COST? 


‘‘How much will it cost?’’ sooner or later interrupts every selling talk. 
Life Insurance Agents who can show the low net premium deposits of Union 
Central insurance need not evade this question. Estimates of future cost 
are best based on past performance. Union Central history is full of enviable 











; Was appointed and accepted the chair- : : y 
7” ® manship of the Thrift Week Campaign | records demonstrating that our policyholders have benefited over a long 
395  “ommittee. period of years on account of Union Central Low Net Cost. 
6.6 '‘ 5 * * * 
5 ; | . . . . . 

440 eo ee ee ee A policy which covers the entire period of the Company’s existence recently 

« 7 x the reg sife surance ompany ° ne . > @ 

9. of the First National at became a claim. The exhibit below shows how liberal dividends made pos- 


ind of the First National Bank of Port- | 
land, will address the joint meeting of 
the life insurance men and bankers of 
Seattle, Jan. 19. 
*x* * * . 

La Crosse, Wis.—At the December 
910 meeting of the La Crosse association, | 1 


sible a most remarkable return to this insured. 


Policy No. 11 Amount: $2,000 Age: 22 Amount of Policy.......... $2,000.00 
Period covered; Entire Company history Additions purchased with 
867—1921 $341.83 Dividends... ... . 437.00 





5.10 five new e ‘rs were acce 2d i > | ° - “2 7 
7.18 ScuMMMaSAied aun aibeais ware alocted a Premium $83.90 Plan: 10 Payment Life Dividends taken in Cash.... 556.86 
3.01 9 — - i ——. _O hs ; “eo Total Cash snesined by Policy- 
7.01 actna site; irs vice-president, Jack a 
2.08 Brahmer, New York Life; second vice- Total Gross Premiums...... $839.00 holder and Beneficiary... . $2,993.86 
8.64 president, Harry Curtis, National aerate Total Dividends............ 1,065.30 Premium Deposits (less $166.61 
7.28 ian; secretary, Martin Stenerson, Central | <a ae 4 
9.00 of lowa; treasurer, Amor Anderson, Pru- Excess of Dividends over Dividends applied) . ceceve 672.39 
dential; executive committee: R. D. Fen- . ess Recei 3 ever De sits 2321.47 
910 tris, Metropolitan; William H. Meyer, MUMS - «2. 2 we ee eee $226.30 Exe pt po $2, 
7.1! Equit *; é J 7 ew j < ad y. . . . . ° 
7.19 “quitable; Harry Long, New York Mu 
9°31 tual; J. W. Hogan, Bankers’ Life; J. T. A booklet further describing this interesting policy will be sent on request. 
32.06 Greenwood, New England Mutual, and For further information address 
et E. J. Dwyer, New World. 
5.3" Milwaukee—The oe commit- e . 
2 74 tee of the Milwaukee association ap- e nion ntra e Insurance ompany 
? Pointed by President A. O., Olson, North- 
Western Mutual, consists of the follow- CINCINNATI, OHIO 
912 ing past presidents: Clifford McMillen, 
55.72 Northwestern Mutual, chairman; E. A. 
5.78 Marthens, Great Northern, and W. O. 
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A Wider Field 


An Increased Opportunity 


‘ 






















Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 
2—protective insurance and Educational and Business Start 
Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents consider- 
ably. We issue Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity 
provisions covering any kind of fatal accident, or with 
; Double Indemnity provisions covering fatal travel accident 
4 only, as may be desired. 


We issue policies with waiver of Premium and Disability 
( Annuity or Installment Payment features. 


We insure males and females at the same rates. 








. OLD COLONY LIFE 
INSURANCE COMPANY 
CHICAGO, ILLINOIS 


= 























Briggs, New York Life. The annual 
election will be held some time in Janu- 
ary, under the revision of the by-laws 
adopted at the December meeting, which 
provides for the fiscal year of the asso- 
ciation to begin with January in place 
of July. President Olson and other of- 
ficers insist on retiring and holdi.xg the 
election in January, although their term 
by the change of the fiscal year will be 
only six months. 
*x* * x 

_. Akron, O.—At the regular monthly 
meeting for December of the Akron As- 
sociation the following officers were 
elected for the next 18 months: Presi- 
dent, C. E. Way; vice-president, Nick Hu- 
ber; secretary and treasurer, Henry 
Wise. The executive committee is com- 
posed of Fred Sweet, George Fricker and 
H. O. Federlee. 

A discussion as to whether banks and 
bankers should engage in the life insur- 
ance business was engaged in by the 
members. As a result, this subject was 
turned over to a committee and final 
action will be taken at our January 


meeting. 
The chief attraction at this meeting 
was the splendid address by James 


Brady, manager of the Midland Mutual, 
Cleveland, O., on “My Own Experiences.” 
He spoke of the value of life insurance 
and urged the underwriters to fit the 
policy to the insured. 

*x* * * 

Peoria, Ill—At the December meeting 
of the Peoria Association, Francis D. 
Crawshaw, formerly of the University of 
Wisconsin, addressed the organization, 
his topic being “Organization and Sales- 
manship.” Mr. Crawshaw is now a spe- 
cial representative of Keane & Hoag- 
land, general agents of the Aetna Life, 
and his insurance experience combined 


with his former work in the university 


enabled him to make a very interesting 
and instructive presentation of the sub- 
. . . 


Portland, Ore—The Oregon Associa- 
tion will hold its second sales congress 
late in January or early in February. 
The first congress held last year drew 
many men from over the state and the 
delegates declared that they were greatly 
helped through the get-to-gether. 

x * * 

San Francisco, Cal.—E. J. Thomas, in 

charge of the Thrift Week campaign for 
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name of 


successful General Agency in Dallas for some years. 


nesota Mutual for about eleven years. 


THE WEEMS-ALBRITTON AGENCY 


represent 


of Saint Paul, 


§ Has passed thru 
licy holders. 
5 Pr 


603-4-5 Sumptar Bldg. 





A NEW AGENCY 


will open offices in the LONE STAR 
STATE, on January |, 1922, under the 


WEEMS and ALBRITTON 


§ MR. WEEMS is a long time resident of Dallas and has been operating a big and highly 
§ MR. ALBRITTON has been successfully connected with the Home Office of the Min- 
He has seen the agencies of the company grow 


from four in number when he took charge to the 26 agencies today. 
Vice-President in charge of Agencies to return to TEXAS, his former stamping ground. 


will cover the state of TEXAS with its main offices at DALLAS. This big agency will 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


§ Acompany that has FORTY YEARS of honorable service behind her and a clear sky ahead. 
the Influenza and the War periods without reducing dividend returns to 


rovides splendid agency openingsin TEXAS and affordsliberal policy contract at low cost. 


THE WEEMS-ALBRITTON AGENCY 


He resigns as 2nd 


DALLAS, TEXAS 











the Northern California Association, re- 
ports that he has arranged for 75 speak- 
ers who will talk before various clubs 
and civic organizations. 


* * * 


New York.—J. Elliott Hall, genera? 
agent of the Penn Mutual Life in New 
York City, will be the principal speaker 
at the meeting of the New York asso- 
ciation Jan. 1. His subject is “Income 
Insurance. Former Superintendent Jesse 
S. Phillips of New York and the new 
superintendent, Francis R. Stoddard, Jr., 
have been invited to attend. 
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| LIFE AGENCY CHANGES | 











LOS ANGELES GETS HATHAWAY 





Manager of the Mutual Life of New 
York at Salt Lake City 
Transferred 





Fred C. Hathaway, manager of the 
Mutual Life of New York at Salt Lake 
City for the past 13 years, will resign 
shortly to take up a similar position 
with the company at Los Angeles. Dur- 
ing Mr. Hathaway’s stay in Salt Lake 
City he has increased the Mutual’s 
business from $4,000,000 to $25,000,000. 
His branch is now amongst thé first five 
in the whole territory covered by the 
company. . , 

Mr. Hathaway has been prominent in 
the social and civic life of the commun- 
ity and is a member of the city board 
of education and president of the 
teachers’ pension fund, 

He is a brother of W. L. Hathaway, 
the Company’s manager at San Fran- 
cisco, and J. Frank Hathaway, manager 
at St. Louis. 


GENERAL AGENTS IN OHIO 





Lewis & Garvin Appointed by Con- 
necticut General to Cover Central 
Part of State 





Benjamin L. Lewis, general agent at 
Columbus, O., for Connecticut General 
Life for past 17 years has taken with 
him as partner, Charles R. Garvin, who 
has been associated with him for past 
7 years. 

Mr. Lewis has made a fine record 
and built up a splendid agency. Mr. 
Garvin before joining the Connecticut 
General was associated with the Mutual 
Benefit as an agent. He is one of the 
prominent insurance men of Columbus. 
Both partners are active in association 
and civic affairs and are well known 
in social circles of the city. The firm 
Lewis & Garvin has been appointed 
general agents for Central Ohio. 





Coy Made Superintendent 


W. Z. Coy of Topeka has been named 
as superintendent of agents for the 
Preferred Life of Topeka. Mr. Coy has 
been assistant to the president of the 
National Reserve Life of Topeka since 
its organization. He formerly was an 
advertising manager for mercantile es- 
tablishments. C. C. Starns has been 
named by Mr. Coy as his assistant. 
Both have been associated in the same 
lines for the past eight years. The 
Preferred Life is one of the group of 
insurance companies controlled by the 
Miller interests of Topeka. 





Herbert S. Rawlings 


Herbert S. Rawlings has been ap- 
pointed general agent at Richmond 
for the Manhattan Life, his territory to 
include the entire state. He has offices 
at 605 Times-Dispatch building. Mr. 
Rawlings was formerly with the Re- 
liance Life as general agent for Vir- 
ginia. He started with the Manhattan 
by writing a policy for half a million dol- 
lars on the life of a Richmond business 
man who desired to protect his estate 
against a loan he had negotiated for 
that amount. The Manhattan took 
$100,000, the remainder being appor- 
tioned among other companies. Mr. 
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Rawlings was in the automobile busi- 
ness for some years before allying him- 
self with the life insurance game. The 
Manhattan has just re-entered Virginia 
aiter a lapse of thirteen years. 


J. G. Dann 


Field Superintendent J. G. Dann of 
the First National Life of Pierre, S. D., 
expects to move ‘to California in Janu- 
ary to open that state for the company 
and to become state manager. 


B. B. Dean 


B. B. Dean, who has been associated 
with the A. T. Downey agency of the 
Minnesota Mutual in Mitchell, S. D., 
for ten years, has opened a general 
agency in that city for the southern 
half of the state of South Dakota, repre- 
senting the Central Life Assurance. 
This is the first representative the Cen- 
tral Life has had in this territory. The 
new general agency will open offices 
in the Western National Bank building. 














WITH INDUSTRIAL MEN | 














Prudential News 

A new district is being formed by the 
Prudential at Racine, Wis., which will 
comprise the territory of South Milwau- 
kee, Racine and Kenosha. Assistant 
Thomas G. Dickinson of Milwaukee No. 
2 will assume charge of the district as 
superintendent Jan. 2. 

Agents Walter H. Roloff of Milwaukee 
No. 1 and Harry 8S. Gesbeck of Milwaukee 
No. 2 have been advanced to a sistant 
superintendents. 

Agent Thomas A. Murphy of Daven- 
port, Iowa, who has made excellent prog- 
ress in industrial, is ranked as leader in 
his district. 

Agent Hans C. Jensen of St. Paul has 
been awarded a gold merit button, indi- 
cating membership in the $150,000 ordi- 
nary class. 

Burr L. Nealy, assistant superintendent 
in the Chicago No. 8 district, started 
with the Prudential Dec. 19, 1891, as an 
agent in the Chicago No. 1 district. He 
has completed 30 years’ service. During 
the period he operated as agent and as- 
sistant in a number of the Chicago dis- 
tricts, also at Columbus and Cincinnati, 
Ohio. 

While Agent Bailey W. Anderson of 
the Chester, Pa., district was a late 
starter, having entered the insurance 
field without previous experience in this 
line Feb. 7, 1921, he leads the district in 
industrial for the year. 

Agent Lawrence F. Toomey of Phila- 
delphia No. 4 has once again demon- 
strated that he “belongs” in the insur- 
ance business. He is the leading agent 
in the district for the year in ordinary 
and ranks among the leaders in indus- 
trial, 





Shaw Goes to Springfield 

William Shaw, superintendent of Phila- 
delphia District No. 1 of the John Han- 
cock Mutual, has been appointed super- 
intendent at Springfield, Mass. He has 
been with the John Hancock since Octo- 
ber, 1903, when he became an agent at 
Boston. He then became superintendent 
at Taunton, Pa., and later Philadelphia 
No. 1, 

Assistant Superintendent Michael 
Lamm of New York District No. 1 of the 
John Hancock Mutual will succeed T. D. 
Heenan as superintendent at Elizabeth, 
N. J. Mr. Heenan is transferred to Phil- 
adelphia No. 1. 


Business Men’s Assurance.—The Life 
department shows the greatest monthly 
production of the year in November, the 
business amounting to almost double 
that of October and exceeding by nearly 
50 percent the best previous month dur- 
ing the year. This was the greatest life 
production of any month since the estab- 
lishment of the life department. The 
November total was $361,000, making the 
total since Jan. 1 $2,386,000. The com- 
Pany also wrote the largest volume of 
health and accident business ever pro- 
duced in a single month. The total for 
November was 15 percent over the same 
month of 1920. 

George S. Rodd has withdrawn from 
the firm of Rodd & Rodd, general agents 
for the Northwestern Mutual Life at 
Houghton, Mich. His son, Arthur L. 
Rodd. who has been associated with him, 
has been appointed general agent for 
that territory, effective Jan. 1 





INTEREST IN SAILSTAD CASE 





Travelers Is Resisting Payment on the 
Ground That Assured Is Still 
Alive 





Interest has again been aroused in 
underwriting circles in the case of E. 
J. Sailstad, president of the Multitone 
Manufacturing Co., Eau Claire, Wis., 
who was supposed to have burned to 
death at Lake Nebagamon, Wis., in 
August, 1920, by the filing of an ap- 
plication for a marriage license by Mrs. 
Laona Sailstad and Ross T. Richardson, 
a salesman. Mrs. Sailstad stated that 
she is a widow. Sailstad was insured 
for $77,000 and The Travelers’ in which 
he carried the bulk of the insurance, has 
resisted payment of the death claim and 
maintains that it has proof that Sailstad 
is still alive. 

Sailstad also carried an amount of 
corporation insurance said to have 
totalled $150,000. The corporation, now 
defunct, planned a suit against the 
Travelers and other companies to col- 
lect but on presentation of evidence to 
attorneys at the Travelers’ offices it 
was decided not to sue. Although Mrs. 
Sailstad insisted all along that Sailstad 
is dead, she has recently taken no steps 
to collect under the personal policies. 
Sailstad is said to have had an affair 
with a young woman and, according to 
insurance companies, is supposed to 
have used the lake cottage fire as a 
“blind” to cover his tracks. 


Wisconsin Federation To Meet 


Plans are being completed for the 
second annual meeting of the Wisconsin 
Insurance Federation, which will be 
held in Milwaukee on Monday, Jan. 9. 
The program for the meeting will con- 
tain many features of unusual interest, 
including a number of short talks by 
speakers whose names have not as yet 
been announced. A large number of 
reservations have already been made for 
the luncheon at 12:30 in the Gold room 
of the Hotel Wisconsin. The business 
session will immediately follow. Re- 
ports will be made showing the impor- 
tant accomplishments in general and 
county organization work, and covering 
other work during the past year. Great 
progress has been made in Milwaukee, 
the southeastern Wisconsin counties 
group and the Fox river valley. The 
committee, representing all the different 
kinds of insurance, consists of B. A 
Lehnberg, of the Chris. Schroeder & 
Son Co.; Clifford McMillen, general 
agent of the Northwestern Mutual Life; 
Frank -J. Tharinger, Old Line Life; 
L. H. Armstrong, of the Travelers, and 
E. A. Piepenbrink, Wisconsin Mutual 


Liability. 





Bankers Life to Build 


The Bankers Life of Des Moines 
which recently sold its site on Fifth 
Street, has acquired the Wellington 
Hotel, at Fifth and Grand Avenue, and 
it is anticipated that it will erect there 
a sixteen story structure, the tallest 
building in Iowa. E. W. Notherstine 
representing the company closed a 99 
year lease on the property. The new 
building will be L shaped. It will cost 
$1,250,000. The improvements will 
start shortly with the razing of the 
Wellington. 











Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
“*Texas’ Hundred Million Dollar Company’”’ 


Has never issued a policy with 
Double Indemnity 
Premium Reduction 
Coupons 
Group Insurance 
(No frills cr trimmings) 
Issues only 


Plain, Simple Contracts 
Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 
Full Total Disability Benefits 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 














FOR OVER SEVENTY YEARS 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the 
best possible life insurance protection at the lowest possible net cost. 
That it has succeeded is shown by the enviable reputation which 
the Company enjoys among those who buy insurance and among 
those who sell it. Efficient service and a square deal for everyone 
have been its watchwords for over Seventy Years. They will be its 
watchwords throughout the years to come. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 














THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "yj3,2s"* Pittsburgh, Pa, 








THOMAS J. OWENS, President 


Capital, $200,000 


of Indiana who believ. 
build « real life insurance company. 





DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., txorsnarocas 


NO ORGANIZATION EXPENSE 
All of the stock is held by « few substantial business men 
ieve im the ability of the management to 


CLAUDE T. TUCK, Secretary 


Surplus, $100,060 
partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office 
old-fashioned general agency contract that means meney. 

If you want to be affiliated with an institution that has real red bleed in its veins--that has all the elements of grewth and permanency-— 


Tell us where you want to work 


metheds and an 
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New Y ork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


Ee $142,672,244 
Interest and Rents..................... 44,335,004 
tc nccdaddesetsuseeenmde 6,782,885 

Total Income...... padposeneeshial $193,790,133 


Paid Policy-holders, 1920 


ree eee $35,036,558 
SERIE eee ee ae oe 24,399,171 
vai tisenin anh eeeaneeind stuns en 31,981,555 
Surrender Values, Etc................... 23,432,313 

Total to Policy-holders............ $114,849,597 


New Paid Insurance in 1920 . . . . $693,979,400 
Admitted Assets, January 1,1921 . .  $966,664,397 
Legal Liabilities, January 1,1921 . . $841,255,357 
Reserve for Dividends and Other Purposes $125,409,040 


Insurance in Force, January 1, 1921 . . $3,537,298,756 


BOARD OF DIRECTORS 


LAWRENCE F, ABBOTT WILLARD V. KING 
ALFRED L. AIKEN DARWIN P._ KINGSLEY 
RICHARD I. MANNING 
, JOHN G. MILBURN 
NICHOLAS MURRA GERRISH H. MILLIKEN 
FRANK PRESBREY 


OHN H_ FINLEY OHN gg te 
AVID R. FRANCIS G H. REVELL 
A. BARTON HEPBURN GEORGE M. REYNOLDS 
ON T. HERRICK ELBRIDGE G. SNOW 

A, HOLLISTER HIRAM R. STEELE 
ALBA B. JOHNSON OSCAR S. STRAUS 


S. DAVIES WARFIELD 




















Clouds Are Vanishing 
And the Sunlight Is 
Bursting on the Land 


J. MUIR, superintendent of 
L agents of the Inter-Mountain 
* Life, thus reviews the conditions 
of 1921 and predicts those for 1922: 
“The year 1921 has been for the 
world of business one of the hardest 
years in human history. Only men of 
buoyant hearts and determined souls 
have been able to see the sunlight of 
hope above the dreary, grey clouds. 
Such men have kept alive the flame of 
human aspiration. If, during this year, 
you have fought on courageously, you 
have written your name among those 
who have blessed the world. If you 
have reached a fair mark, you have in 
you the elements of success. You can 
then capably gauge your chances in the 
opportunities which the new year will 
bring. Nineteen twenty-one has placed 
the yard-stick upon human abilities and 
has given us a new scale of ‘man meas- 
urement.’ If, under the test, you have 
proven standard or above, you should 
be very happy indeed. We think it a 
safe prediction that they who have met 
the test in ’21 will reap the harvest 
in ’22, 

“There can be no question—indeed 
there is no question in the minds of 
the commercial leaders of our country 
—that the clouds are vanishing. Already 
the sunlight of a new day is bursting 
upon us. Nineteen twenty-two will wit- 
ness the passing of business despond- 
ency and the restoration of commercial 
enterprise all over the land. The prod- 
ucts of the factory, the farm, and the 
mine will find a readier market; credit 
will be more free and new enterprises 
will be undertaken. This will mean, of 
course, that life insurance will again 
come to its own.” 


State Association Meciing 


The Tennessee Life Underwriters As- 
sociation will meet in Memphis in the 
spring. The exact date has not yet.been 
decided. E. W. Hughes, secretary of 
the Memphis Life Underwriters Asso- 
ciation has resigned in view of the fact 
that he has recently been appointed 
manager of the Massachusetts Mutual 
life for Rochester, N. Y. Homer L. 
Higgs, manager of the Fidelity Mutual 
Life for west Tennessee has been 
elected secretary in his stead. The Ten- 
nessee Life Underwriters Association 
is composed of the different organiza- 
tions in various cities in the state. 





NOW PLANNING 1922 CAMPAIGN 





West Coast Life Organizing for 
Biggest Year in 
History 





An extensive campaign for 1922 was 
outlined at a conference held in San 
Francisco last week by the district man- 
agers of Nerthern California territory 
of the West Coast Life. J. W. Stewart, 
superintendent of the northern depart- 
ment of the company, with headquarters 
in Portland, was also present. 

The company plans the biggest year 
of its history in 1922 and it has adopted 
a new plan of operation in California 
which will soon be extended to other 
sections of the country. District man- 
agers for counties have been appointed, 
all tried and successful life under- 
writers. They will each be held respon- 
sible for the growth of the company 
in their respective territories. 

The managers in attendance were 
guests at a luncheon at which a number 
of the company’s directors were present 
and the principal address was made by 
Cherles C. Moore, president of the 1915 
Exposition and a director. Mr. Moore 
dwelt on the possibilities for advance- 
ment under the new plan of operation 
and told of how insurance as a whole 
was accorded international recognition 
at the Panama-Pacific Exposition. 


Takes Out Large Line 


The life insurance department of 
Moore, Case, Lyman & Hubbard, the 
large local agency of Chicago, in charge 
of Superintendent Harold Dyrenforth 
and Assistant Mark B. Lockyer, has 
written $1,195,000 life insurance for a 
prominent business man. He took this 
amount so that his entire line would be 
$1,500,000. He plans to allot $500,000 to 
his wife, $500,000 to his children and the 
other $500,000 will go toward meeting 
federal estate and state inheritance 
taxes. The inheritance tax alone on 
his estate at this time would amount to 
$411,000. This man during the war 
period developed a large business. He 
purchased a number of properties 
which have shrunk in value. He is 
taking out life insurance to restore his 
estate to what it once was. 


Home Office Building Destroyed 


DES MOINES, IA., Dec. 28.—Its 
home office building having been de- 
stroyed by a christmas Eve fire, the 
Western Life of Des Moines has taken 
temporary offices in the Victoria Hotel 
building. 





NEW ORLEANS, U. S. A. 


$ 8,742,060.93 
31,433,676.00 
91,408,227.00 


Total Resources Dec. 31st, 1920 - 
New Insurance Paid for 1920 ° 


Insurance in Force ° ° . 
(Cactesive of amewnt Laeared under Double lndemnity Provision) 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American does net 
seek to agents of other companies, but by interesting men of intelligence, character aad 
¢ c \ and assisting them by the active eo-opesatioa of 
specially trained men, it has built up a field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American Way is 


E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La. 


instructing them by corres 


open to you. 
Address 








W. W. LANE, Secretary 





LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 
Under Our Service Pension Contract 


THE LA FAYETTE LIFE INSURANCE CoO. 


LA FAYETTE, INDIANA 





A. E. WERKHOFF, President 
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INTEREST IN CANDIDATES 





Many Good Men Come Out for Office 
of State Superintendent 
of Insurance 


Politics in connection with the office 
of state superintendent of insurance in 
Kansas is becoming quite interesting 
just now. There appears to be quite a 
flock of possible candidates and there 
are two who are already in the race. 

Walter Herrick of Wellington got 
into the race some time ago and has 
been campaigning quite strenuously for 
some time. He has a big fire agency 
at Wellington and is quite well known 
among insurance men, 

W. R. Baker, actuary for the Liberty 
Fire and formerly assistant superinten- 
dent of insurance, is also running and 
his friends are conducting a campaign 
for him, 

Cc. W. Dingman of Clay Center, an 
officer of the National Reserve Life, is 
also a candidate but may decide not to 
go into the race. He was a candidate 
in the primary four years ago. 

Other possibilities as candidates for 
the Republican nomination are: Sena- 
tor M. G. Vincent, Pittsburgh; H. R. 
Johnson, Wichita; Will S. Thompson, 
Hutchinson; Kenneth Lewis, Topeka, 
son of the former Superintendent I. S. 
Lewis; Emmett George, Council Grove, 
E. Brookens, now an examiner and 
formerly claim adjuster for the de- 
partment. 


Stevens Denies Report 


John H. Stevens, president of the 
Life Insurance Field Men’s Club of 
Chicago, denies the report that he is 
to be succeeded as the head of that or- 
ganization by A. C. Biederman of the 
Equitable Life of New York. Mr. 
Biederman has also denied the rumor. 
Apparently the report was circulated on 
the assumption that since Mr. Stevens 
had recently been elevated to the posi- 
tion of assistant to Manager Drake, of 
the National Life of Vermont in Chi- 
cago, he would no longer be considered 
as a field man, in the strictest inter- 
pretation of the word. Mr. Stevens 
declares that his status as a field worker 
is in no way affected by his new con- 
nection, and he will continue as the 
active head of the Life Insurance Field 
Men’s Club. 


Savings Bank Insurance 


According to the report of the divi- 
sion of savings bank life insurance of 
the Massachusetts State Banking De- 
partment, the business in force totals 
$16,900,000 representing insurance on 
the lives on more than 32,000 persons. 
The maximum amount of a policy for 
any one person is $4,000, and policies 
are written in all the usual forms. The 
savings bank plan is now 13 years old. 
Four banks and trust companies write 
these policies. 





Home Life Promotion 


The Home Life of America an- 
nounces the promotion of assistant 
Manager John W. Baronden of the pol- 
icy department to take charge of the 
claim department. Mr, Baronden en- 
tered the employ of the company on 
September 5, 1911, in charge of the in- 
dustrial department. Some time later 
the ordinary and the industrial depart- 
ments were merged into the policy de- 
partment, whereupon he became the as- 
sistant manager. 


The Northwestern Choral Club, com- 
Posed of employes of the home office of 
the Northwestern Mutual Life of Mil- 
waukee, entertained with a program of 
Christmas and sacred songs for the em- 
Ployes of the home offices on Friday 
afternoon in the assembly hall on_ the 
top floor of the building. Officials of the 
company and invited guests were in at- 
tendance. On Thursday evening North- 
Western home office talent entertained 
the ladies and friends of members of the 
uilwaukee Rotary Club at the Wiscon- 
Sin club. 














| RIGHT TO CHANGE BENEFICIARY 





—— 











EEE —E 
HE John Hancock Mutual Life | if desired, for the benefit of such wife or 
comments on some of the state children, or other relative, or creditor, 
statutes regarding change of free and clear from all claims of the 

beneficiary. The following conditions | STe!toTs Of Such insured persons; and 

~ - — ‘ the proceeds or avails of all such life 
in different states are quoted by the | insurance shall be exempt from all lia- 

John Hancock Mutua! “Signature”: bilities from any debts of such insured 

Pennsylvania, by act passed in 1919, person.” 

exempts the net proceeds of policies for 

the benefit of, or assigned to, “the wif Conditions in Maine 

or children or other relative dependent 

upon the insured whether or not The Maine statute passed prior to 1901 

the right to change the named benefi- | ¢Xempts the proceeds of all life insur- 

ciary is reserved by the insured or is] ance policies when the annual premium 

permitted by the insurer.” does not exceed $150. Creditors have a 

Maryland, by statute passed more than | lien on the policies “for such sum over 
fourteen years ago, exempts “all money | $150 a year as the debtor has paid for 
payable in the nature of insurance] tWo years.” 

- »« « in the contingency or event of | In Iowa we are informed that an ap- 

death of any person from execution or | peal is pending in the U. S. Circuit Court 

seizure in satisfaction of debt on a claim | of Appeals from a decision against the 

upon judgment in any civil proceeding,” | insured reported In re Jens 273 Fed. 606. 

this being limited, however, by the pro- It should be noted, however, that such 

vision of the Maryland constitution | laws do not protect the policy against 
which forbids the legislature to grant} debts created before the statutes were 
exemption from execution of property | passed, 


exceeding $500 in value. 
Law in Ohio 

Ohio passed a law in 1913 to the effect 
that life policies “taken out for the bene- 
fit of, or bona fide assigned to the wife, 
children or any relative dependent upon” 
the insured, or any creditor, shall be 
held, “subject to a change of beneficiary 


Reference was made recently in these 
columns to Edward H. Deane leaving the 
Travelers at Indianapolis for the Pacific 
Mutual. The inference was that this 
Was a recent change, but 
'two years ago. 


it was made | 


| 


| throughout 


19 


| U.S.EXTENDS REINSTATEMENT 


Policyholders of U. S. Government 
Insurance Granted Extension 
Until 1926 

Announcement has been made by Col. 
Charles R. Forbes, director of the U. S. 
Veterans’ Bureau, that the period within 
which the privilege of reinstating U. S. 
government life insurance may be exer- 
cised has been extended from Dec. 31, 
1921, to and including March 4, 1926. 
rhis action extends the time for rein- 
statement as long as the law permits the 
carrying of the War Risk term insur- 
ance hat is, the law provided the 
privilege of carrying the monthly term 
insurance for a period of five years after 
the close of the war. Just at the close 
of President Wilson’s administration 
congress passed a resolution declaring 
that for the purpose of the War Risk 
Bureau the war was terminated as of 
the date of the approval of that resolu- 
tion. The resolution was approved by 
President Wilson March 3, 1921. There- 
fore, veterans may etiher reinstate or 
convert their U. S. government insur- 
ance any time before March 4, 1926. 
Joseph Richard Dempsey, St 
representative of the 
died suddenly last week. He was born 
in Ireland and had traveled extensively 
the world. 


Louis 
International Life, 


AMERICAN 








LIFE 





CENTRAL 


Insurance Co. 


INDIANAPOLIS, IND. 


Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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The Farmers & Bankers 
Life Insurance Company 








Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 




















ILLINOIS LIFE’S MEETINGS 





Agents Writing Over $50,000 Insur- 
ance During Year to Attend 
Convention 





The 20th annual convention of the 
southwest district of The Illinois Life 
will be held in Kansas City at the Hotel 
Baltimore, Jan. 13-14. Those agents 
who have written as much as $50,000 in- 
surance during the year past will be en- 
titled to attend the convention. The 
meeting will be under the direction of 
W. B. Davis, general agent at Kansas 
City. Vice-President R. W. Stevens 
and Secretary O. J. Arnold will repre- 
sent the home office. 

The Green Signal Club of the Illinois 
Life, which is composed of the Illinois 
representatives of the company, will 
hold its annual convention and banquet 
in Chicago, Jan. 7. 








ME OF 


MUTUAL LIFE OF ILLINOIS 


2) FICE 
SPRINGFIELD, ILLINOIS 





Service to Policy Holders Service to Agents 


Live Up-to-Date Policies Ordinary Life 


Hi. B. HILL, President G. C. ROCKWOOD, Vice-Pres. 





An Old Line Legal Reserve Life I Comp 
A Company of Service 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

Limited Payment and Endowments 

A few good openings for good live producers in Illinois. Correspondence Invited. 

JAS. FAIRLIE, Vice-Pres. and Actuary 


sf 


Service to the Public 


DR. J. R. NEAL, See. 














sent be outdone in service. 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 


A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 


GRANGE LIFE INSURANCE COMPANY 


LANSING, MICHIGAN 


L, D. WALLINGTON, Supt. of Agents 
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business. 




















of another company upon an anti-rebate agreement from him. 


with the company and otherwis: qualified. 


and the loyalty of the agency force of 


LIFE 


Milwaukee 








The Northwestern Mutual Life 


Insurance Company was the pioneer in 
establishing rules to protect itself and its 
agents against evils which demoralized the 


For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 


To the literal enfofcement of these rules is attributed, in large part, the success, high character 


THE NORTHWESTERN MUTUAL 
INSURANCE 
COMPANY 


Wisconsin 


F. W. GANSE ADDRESSES 
CARNEGIE GRADUATES 


Eighth Class Completes the Course 
in Life Insurance Sales- 





manship School 
INSURANCE FOR ESTATES 


Importance of Ready Cash to Meet Ex- 
penses of Administration 
Emphasized by Speaker 


PITTSBURGH, Pa., Dec. 27. — 
Franklin W. Ganse of Boston was the 
commencement speaker to the autumn 
class of the Carnegie School of Life 
Insurance just graduated. Mr. Ganse 
has been on the lecture staff of the 
school from its very beginning, and has 
spoken before each class, this being the 
eighth class graduated since the school 
was opened on Oct. 1, 1919. 


Estate Needs Ready Cash 


Mr. Ganse’s subject was “Life Insur- 
ance in the Administration of Estates,” 
and he showed how important it is for 
every man who leaves any estate to 
provide ready cash by means of life 
insurance. One of the chief problems 
of the executor or administrator is to 
find cash with which to pay claims 
against the estate for outstanding 
bills, final expenses, loans, taxes, and 
costs of various kinds, including the 
administration fees. There are very 
few estates, in fact almost none, in 
which there is enough ready cash in 
the bank to liquidate all such claims, 
with the result that the estate must be 
reduced by the sale of real estate or se- 
curities, or by borrowing money which 
must eventually be paid out of the es- 
tate. Not only is the estate reduced by 
such charges, but if a forced sale is 
made, as so often happens, there will 
be a shrinkage in values, which might 
have been avoided, if the property 
could have been held for a better mar- 
ket or an anxious buyer. Life insur- 
ance is the only means of guaranteeing 
cash in sufficient amounts which will 
become available exactly when needed. 


Interest in Successful Man 


Mr. Ganse spoke in part as follows: 

“A man (or woman) is of interest 
to us in proportion as he is interested 
—or we can make him interested—in 
his own estate. 

“Such a man is considered a_suc- 
cess. He puts power into the boat 
which will carry it far past the landing 
where he is compelled to leave it. If 
he has only pulled a good car up to 
that time, he has just ‘gotten by,’ he has 
done nothing notable. But if he 
leaves behind a material part of what he 
has earned, he proves himself above the 
average. 

“This can be done to the extent 
of the family’s net needs by life insur- 
ance. In fact, successful men who can 
leave far more are getting to believe 
in covering the net needs by life insur- 
ance. This should be our first ideal— 
that the fundamental asset of every 
large estate should be the most ap- 
proved forms of life insurance cover- 
ing the family’s absolute requirements, 
and pre-administered so that it cannot 
be lost or misapplied, whatever may 
happen to the remainder of the estate. 


Agent Can Render Great Service 


“Second, the agent who equips him- 
self for it can render great service in 
the form of protection without pre- 
miums. This involves any device which 
will safeguard the assets in the estate, 
and the interest of dependents therein, 
without the use of any form of life in-- 
surance contract. A simple form of 
such service is to advise a contract for 




















the sale of the widow’s interest to the 
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i certificates is not made to any student lop a y & eet ol the indi- John G. Walker, President 
“ who fails to do the required field prob- vidual producer as well as such per- 
> lems or to secure the minimum num- sonal news items concerning the agency 
~d ber of applications. as to make their publication a 
a , + ee ape = readable one. It is known as The Club “ eae - . NMENT BOND" 
: NEV on pag agen —_ een E, E. ace Nope = — IP SAFE AS A GOVER 
NEW Y , Dec, 28.—The New Yor ? . rer is argely responsible ’ 
: a — Ry — fy By EE tl > edihariel work. Mr. Klein’s ability 
' rivate banks. The change was ade 1€ al : we ; ee. a “Nn 
= sullenee “that "the os of sebeaie along the line of oy ong He LIFE, HEALTH. ACCIDENT “*c MONTHLY INCOME INSURANCE. 
+} banks is necessary in liquidating foreign Z ‘ciated not only in the agen { 
st claims, and other transactions: with for- te insurance fraternity in New SEE > LATEST POLICIES AND AGENCY CONTRACT FOR FACTS 
eign countries, In the future the depart- f : ce ; . av . 
d F ment will allow credit for deposits in| York. Many articles from a ety 7 Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 
- private banks up to 10 percent of the | appeared in various journals é 
total bank deposits of a company. many of the daily papers. 
. — = 
it 
; OES T REST YO en “ 
' | | DOES THIS INTEREST YOU? Improved Disability Provision 
s The Manufacturers Life Insurance Com oa of yoo: me 8 
e extending its operations in the States of Illinois, Ohio, Pennsylvania, : disabilit bationar 
me : : : : as soon as disabilily occure—no probationary 
~ and Michigan, and is looking for high class insurance men capable . Claim may be made 
developing parts of these States. We have a good proposition for the |||} period. —— : al of clai ashe. 
t right man. When writing state age, life insurance experience and other Payments begin immediately on approval of claim—no p 
" particulars of fitness. Correspondence confidential. tionary period. 
n ' —_ " 
e : Agency Department, — payments, lifelong, conditioned on permanence of dis 
s Manufacturers Life Insurance Co., ability. = Popa 
" Toronto, Ontario Immediate waiver of future premiums—no waiting un 
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‘ Full amount of insurance paid when insured dies, without deduc- 
t Agency Co-operation tion for disability payments or for premiums waived. a 
Vv through direct mail advertising is just one of the features which give This new disability provision brings the service of poy 4 
Fidelity field men a distinct advantage. Last year we distributed 41 me oldest | feserve life insurance company still closer to needs 
direct leads—all interested prospects who pore By ago iis of the insuring public. 
- service, and its original policy contracts, ena idelity to show an 
i in pai i address 
. increase of 28.35 per cent. in paid business last year. © For terms to producing Agents add 
. i i i is. 
1 Fidelity operates in 40 states. Full level net premium reserve . 
” Insurance in force over $203,000,000. Faithfully serving insurers since 1878. The Mutual | ife Insurance Company 
A few openings for the right men. of N Soule 
ae ene ¥ Lo 34 Nassau Street, New York 
r : IN CE COMPANY, 
2 Walter LeMar Talbot, President 
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“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 

Insurance 
Company 








Burlington, Iowa 








“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Nat hvmnalye 





Home Office, Madison, Wis. 














The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 














FIELD FOR LIFE AGENT 


NON-CANCELLABLE DISABILITY 





Found That General Insurance Offices 
Are Not Taking Up This 
Class Successfully 





A field man who has watched the 
development of non-cancellable accident 
and health insurance says that local 
agents and brokers writing different lines 
shy at non-cancellable because the re- 
jections may cause a protest on part of 
a good customer. Men do not like to 
be turned down for insurance. A strict 
medical examination is required for 
non-cancellable disability insurance. lf 
a man is rejected, he is likely to be 
upset and peeved. Agents do not de- 
sire any friction to arise between them- 
selves and their customers. Life in- 
surance men are accustomed to turn 
downs. As a rule no other insurance 
is involved, so a_ rejection does not 
mean an additional loss of income. 


Outlet Through Life Men 


The natural outlet for non-cancel- 
lable insurance seems to be through the 
life men. The local agents who handle 
other lines of business can sell disa- 
bility insurance but they desire to 
know right off the bat whether a com- 
pany will take a man or not. There 
are very few rejections in regular ac- 
cident and health insurance. 

The commissions on non-cancellaple 
business are half those of the commer- 
cial business, or less. For instance, re- 
newals on non-cancellable will run from 
7% to 12% percent, although here 
and there a company is paying 15 per- 
cent for volume. Furthermore in case 
of non-cancellable insurance the com- 
panies send out the premium notices 
direct to the policyholders. This is 
a practice that the regular local agents 
are not accustomed to. They want 
to send out their own bills for their 
own business. It is found in many 
instances that non-cancellable insur- 
ance is taken by a man to replace his 
regular disability insurance. In a sense 
it has spoiled a customer for regu- 
lar disability indemnity. The  pri- 
mary aim of non-cancellable insurance 
is to supplement a man’s regular com- 
mercial line. Life insurance men find 
the selling of non-cancellable insurance 
congenial because the conditions sur- 
rounding it are very much akin to life 
insurance, 


Life Notes 

The three leaders in volume of the In- 
ternational Life for November were J. D. 
DeBuchanane, Missouri; Mrs. E. E. Wall, 
Illinois, and E. P. Flannigan of Texas. 

With an authorized capital of $100,000 
the American Life & Casualty has been 
formed at Jackson, Tenn. It plans writ- 
ing accident and health business imme- 
diately and later may enter the life field. 
Thomas Taylor is is president; W. N. 
Mynatt, vice-president and general man- 
ager; J. E. Merger, secretary, and Oliver 
Benton, treasurer, 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 





| W. D. WYMAN, President | 





reputation for stability and fair dealing. 


their business. 


terest of all policyholders. 





This Company has always pursued those policies in the conduct of its business that have given it a high 


Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contracts give to each individual insurer full protection, safe-guarding, at the same time, the in- 


Winfield S. Weld, Supt. of Agencies. 











RULES ON NEGRO RISKS 


PRACTICE OF STANDARD LIFE 





Methods Followed by Atlanta Com- 
pany Which Specializes in Writing 
Colored Business 





The Standard Life of Atlanta, Ga., 
one of the two stock companies in the 
south specializing on colored risks, has 
recently entered Louisiana in addition 
to operating in most of the other south- 
ern states. It has increased its gross 
line from $5,000 to $10,000 and has in- 
creased its minimum policy from $250 
to $500. The new rate book recently 
issued by the company states on the 
subject of women applicants: 

Policies will not be issued to women 
applicants (1) who are pregnant or 
within six months after a normal con- 
finement; (2) who gave a history of a 
severe and prolonged labor, without 
careful examinations and measurements; 
(3) when married less than two years 
and no children have been born; (4) 
when the applicant is single and en- 
gaged to be married within the next 
two years, except on the endowment 
plan; (5) policies will not be issued on 
the life of a wife for the benefit of her 
husband, unless he carries an equal 
amount of insurance in her favor, or 
unless satisfactory evidence be shown 
that the husband is physically incapaci- 
tated to obtain insurance. 

This is interesting as dealing with 
negro risks by a company which 
specializes in that class. 


Classifications Not Accepted 


The following classifications are not 
accepted: Billiard and pool room, cot- 
ton mill operatives, file workers, flag 
and crossing men, iron workers, line- 
men, telephone and electric, longshore- 
men, mine laborers and working miners, 
porters in saloons, quarry men, blasting 
and non-blasting; locomotive firemen, 


engine hostlers, section hands, yard 
switchmen, couplers and freight 
brakemen, car cleaners, sailors, 


soldiers, stone cutters. A number of 
other classes are accepted only on the 
intermediate plan. 

The disability clause provides that if 
the insured shall prior to age 60 become 


completely and permanently disabled 
the company will thereafter continue 
the insurance at full force without 


further payment of premiums by the 
insured. The company writes a con- 
siderable amount of intermediate busi- 
ness on the basis of $500 for each 
policy. 


Change in Endowment Policy 


The company has recently changed 
its ordinary life to an endowment at 
age 80 and increased the rates some- 
what. It is also issuing this policy up 
to age 60, whereas heretofore it has 
been issued only up to age 65. At age 
35 the premium on this policy is $26.35. 
The change to the endowment at age 
80 is also made on the intermediate 
policy on which the premium at age 25 
on the basis of $500 is increased from 
$15.30 to $16.25. 

Harry H. Pace is no longer secretary 
and treasurer of the company. He is 
succeeded as secretary by J. A. Robin- 
son and as treasurer by A. D. Hamilton. 


New Kansas Fraternal 


There is being organized in Kansas 
a new fraternal order. Its name is the 
Arabian Degree Klan and its headquar- 
ters will be at Hutchinson, Kans., if it 
ever gets itself organized into a real 
fraternal order. The names of the offi- 
cers of the organization, as submitted 
in the constitution to the insurance de- 
partment are new wrinkles in the offi- 
cial name line. They are: Imperial 
High Potentate, Grand Magi, Grand 
Ink Slinger, Grand Boodler. The names 
of the officers are reasonably expressive 
of their duties. 











“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .8-T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 











YOUR NAME 
HERE 
5 fru Pencils —K, 


Good Will and Bring Results 
Turn your prospects inte 
customers and your cus- 


VU eed 








tomers into friends b 
resenting them _ wit 
igh-grade Advertisin 





Lead Pencils, printe 
with your a ivertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


4a “Ad” in the hand is worth 1000 
in the waste basket . 


NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurance 
and investmentin a new sense. 


Specimen Rate 
Age 35..... .$31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 
Des Moines, Iowa 
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Keep Live Material ‘on Prospect List— 
Lines Along Which Life Insurance Man 
May Work With [Profit at Present Time 


ing the present situation say that 

the man of initiative has revamped 
his prospect list so that he is working 
on live material today instead of pros- 
pects who might be said to be in a state 
of suspended animation. Most observ- 
ers will agree that the cities and larger 
towns offer the most fertile field for life 
insurance agents today. The farmers 
are in pretty bad shape. They have been 
hit hard. As a class, the financial de- 
pression has struck them a severer blow 
than any other activity. There is plenty 
of evidence of money going the rounds 
in the cities. Places of amusement, res- 
taurants and hotels are crowded. In- 
vestment houses say that it is difficult to 
find high grade stuff to sell, and when 
a house gets it it is difficult to appor- 
tion among customers, because the 
securities will not go around. There 
is a big demand today for high grade 
securities. 


Many Classes of People Are Not Af- 
fected 


| IFE insurance men who are study- 


There are many classes of people 
that have not been affected financially 
by the readjustment period other than 
they may have been benefited. The peo- 
ple who werk on comfortable salaries 
now find that the dollar goes farther 
than it did before. The cost of living has 
come down to a certain extent at least. 
Rents, of course, are still high. There 
is not much possibility of rents ‘going 
down until the country catches up with 
itself in providing living quarters. 
Agents who are working particularly on 
salaried men say that they have but lit- 
tle difficulty in selling insurance. Peo- 
ple seem to have plenty of money to buy 
commodities that they actually want. 
They are hard up when it comes to pay- 
ing off notes or past obligations, but 
they have the money to make purchases 
of everything that appeals to them. 
The aim of the life insurance man, there- 
fore, is to create a want for insurance. 


Restoring Estate Values Through Life 
Insurance 


The man who has lost considerable 
money by a decrease in value of securi- 
ties can be interested in life insurance, 
as he can be shown that the former 
value of his estate can be restored 
through this medium. For instance, 
Chicagoans particularly have been in- 
terested in the will of the late Peter 
S. Grosscup., who was a federal judge in 
that city. He died enroute to England 
some months ago. In his will he be- 
queathed his estate to his adopted 
daughter. He mentioned the face value 
of his estate at about $500,000. All that 
can be assembled is about $200,000 in 
value. A careful search has been made 
for other possessions that may have be- 
longed to Judge Grosscup. Those who 
have been interested, however, say that 
a diligent scrutiny into Judge Gross- 
cup’s affairs does not reveal any more 
property than has already come to light. 
rhe theory is, therefore, that a few 
years ago, when Judge Grosscup made 
his will, his estate was placed at $500,- 
000. That probably was a conservative 
estimate at that time. Since then, how- 
ever, there has been a sharp decrease in 
values of securities of the nature that 
Judge Grosscup owned. Therefore, 
there has been a shrinkage of $300,000 
in an estate of $500,000. 

_ Facts like these illustrate very graph- 
ically the use that life insurance can be 
placed in protecting values. Life in- 
surance does not decline in value. It is 
something that does not fluctuate. It is 





worth 100 cents on the dollar at all 
times. Therefore, it has a very strong 
appeal to those who have been called 
upon to make heavy sacrifices because 
the market value of securities has been 
depressed. 


Supplemental Phases of Insurance Pro- 
tection 


The resourceful life insurance agent, 
of course, is alert at all times to tell 
the old, old story of life insurance as 
family protection, one that will provide 
funds for dependents if the head of the 
household is suddenly taken away. 
However, he is also equally at home in 
presenting what might be called the 
supplemental phases of life insurance. 





He is very quick to explain how life in- 
surance can be used to provide quick 


and liquid assets at time of death in 
order to meet the extraordinary de- 
mands that are made on an estate in the 
way of federal estate and state inher- 
itance taxes. In addition, there are 
other tax demands that must be met, 
perhaps in paying income taxes for the 
past year or unpaid installments for the 
current year. Perhaps there is a busi- 
ness that has to be readjusted, and the 
sudden jolt may cause great injury un- 
less there is a fund at hand to maintain 
credit and to keep affairs in a natural 
state until the proper settlement can be 
made, 

Life insurance also comes in as the 
educator of children. It provides a sink- 
ing fund for the payment of obligations 
that are to come due. The loan value 
represents a fund that can be used in a 
business depression. All these are func- 
tions of life insurance that can be adapt- 
ed to different kinds of prospects. The 
life insurance man can well afford to 
make out a table showing ihe different 
uses to which life insurance can be 
placed and to fit his prospect into one 
of these receptacles, 








HOLDING THE BUSINESS ON THE BOOKS 


Some Methods That Agents May 
Prevent 


Employ that Will Help Them to 
Lapses 








BY JACOB H, GREENE 
Secretary Connecticut Mutual Life 


T is nearly, if not fully, as important 
to be able to keep business on the 
books of the company as it is to be 

able to place it there for, as someone has 
said: “When an agent delivers a policy 
to the insured he has made a sale that 
has benefited the insured, the benefi- 
ciary, the company and himself. When 
the insured gives up his policy he has 
sold it back to the agent, and everybody 
is the loser.” 

It is well for us, then, to consider se- 
riously and carefully what steps should 
be taken to prevent an insured from 
dropping his insurance, from undoing 
what he has undertaken after careful 
thought on his own part and preparation 
on the agent’s part. 


Fitting the Policy to the Man 





It would seem that the foundation of 
all work, looking toward the prevention 


lapses has been this very overselling of 
the prospect, fitting the amount of the 
policy to what a prospect hopes or 
would like to be able to pay for rather 
than what the probabilities show that he 
will be able to pay for. Find out all 
you can about your prospect and his 
financial condition, not only today but 
what the probabilities show it will be 
tomorrow, and fit the size of your policy 
accordingly on probabilities instead of 
possibilities. In this same connection 
it is also well to take up with him care- 
fully and frankly the best time for the 
due date of his premiums to fall so that 
they may come on him with the least 
strain. Take up the question of what 
cther insurance he has, if any, and when 
he has to pay for it. 

Avoid, if possible, the bulk of his pay- 
ments falling due at any one time, so 





Jacob H. Greene, secretary of the 


the old-time president, Jacob L. Greene. 
suggests means to prevent or at least reduce lapses. 


subject at this time. 


Connecticut Mutual Life, is a son of, 
In this contribution Mr. Greene 
It is a most important 








of lapses, must be laid before the policy 
is sold. “Fit the policy to the man,” is 
an old saying in this business of ours. 
Many are the articles that have been 
written urging such a course of action 
and describing and suggesting the best 
methods for doing so, but in no branch 
of the field work is it more necessary 
than in this which we are discussing. 
Fitting the policy to the man does not 
mean alone selling him the type and 
form of policy which is best suited to 
his needs and the needs of his family, 
important and fundamental as that is, 
but it means further fitting the size of 
the policy to the size of his pocketbook. 
In other words, don’t oversell your pros- 
pect. Don’t let your enthusiasm and the 
hold which you have over his mind run 
away with your judgment and load him 
up with something that he is unable to 
carry or able to carry only under such 
a strain and by such extreme denial of 
himself and his dependents that he will 
seek and welcome the first opportunity 
to get out from under. 

In our revival work at the home of- 





fice we find that a frequent cause of 


that he may not have in the future the 
excuse of an undue strain at that mo- 
ment to give for dropping his insurance. 
If you handle this part of your work 
with tact and frankness the prospect 
will appreciate the service you are ren- 
dering him and you will tie him all the 
closer to you for future relations. And 
lastly, in this foundation building for 
the prevention of lapses while seeing 
that your prospect thoroughly under- 
stands his contract and the conditions 
of it, and what happens if he fails to 
carry out his part of the conditions, 
don’t dwell too much, if at all, on the 
question of cash surrender values or 
loans, or anything else which goes to 
depreciate the value of the policy to his 
beneficiaries, but talk, preach and sell 
protection. 


Get the protection idea so thoroughly 
into his mind that it will stick there, and 
stick there so thoroughly that if in the 
future a strain comes on him which 
makes it hard to meet those payments 
the word protection will so stand out 
before his vision that he will strain 
every nerve to meet his obligations. So 





much for foundation building methods. 

If this has been thoroughly and prop- 
erly laid, the future work should be 
lightened thereby and made easier. See 
that your policyholders get their pre- 
mium notices promptly and don’t rely 
unless it is absolutely necessary on mere 
mailed notices thereafter. If the pre- 
mium is not paid by its due date, be 
sure in every case where it is humanly 
possible to see your man personally be- 
fore the days of grace expire and suffi- 
ciently before so that you may have 
ample time to put in good work toward 
saving the insurance if he shows any 
signs of an intention to lapse. 


Personal Touch Counts 


When a man has it in mind to drop 
his insurance you can learn more of his 
reasons why and be in a better position 
to combat them, or remedy them, as the 
case may be, in one personal interview 
than you can in a thousand letters. As 
in selling insurance, so in saving it.. It’s 
the personal touch that counts. All of 
the methods to suggest for saving the 
business that may be going to lapse be- 
cause the man finds himself in a tight 
position financially there is no need with 
our well-trained body of field represen- 
tatives to go over in detail. If you find 
that your man has been oversold, that he 
really cannot afford to carry the amount 
of insurance which he has, it is far bet- 
ter to suggest cutting down the amount 
with the hope at some future time of re- 
building it than it is to let the whole 
amount lapse, so discouraging the man 
with insurance altogether, or else leav- 
ing him open game for any other agent 
who comes along. 


If it isn’t the case of carrying too 
much insurance, but rather a case of 
temporary financial difficulties, you have 
the premium extension plan, the pre- 
mium loan or the policy loan, as a last 
resort, using first, if possible, either a 
change in method of premium payments 
or the use of accumulated dividends, all 
these at your command to meet the sit- 
uation as the facts of the case show to 
be best. Right at this point it is well 
to bear in mind that accumulated divi- 
dends have saved many a, policy from 
lapse. It is perhaps well to urge on 
your policyholders or prospects, as the 
case may be, that, while the use of his 
dividend to reduce his premium may 
make payments come a little more eas- 
ily from time to time, that nevertheless 
it is the part of wisdom, if he can possi- 
bly meet those payments without apply- 
ing the dividends, to accumulate them 
all-important to him and his dependents 
in saving the insurance. 


Getting in Touch With the Assured 


In this general connection let me sug- 
gest that the visits to your insured 
should not be confined to those times 
when you are afraid that a policy is go- 
ing to lapse, but make it a point to see 
him once or twice a year outside of 
those times, and ascertain in a tactful 
manner how he is getting on financially 
and otherwise. Not alone will this give 
you the opportunity to be prepared for 
possible danger of lapse, but it will also 
give you a ready opportunity to find out 
if he is ready for or in need of more in- 
surance. Over and above all, if prop- 
erly done, it cannot help but impress on 
his mind the idea and feeling that you 
are trying by every means in your 
power and sacrifice of your own time 
and labor to render him service, and 
that, after all, is the whole story, the 
whole secret, not alone of this business 
of ours in its broad and widest sense, 
but also in the particular phase of it 
that we have under discussion. Wide. 
broad, continuous, self-sacrificing serv- 
ice. A willingness on your part to use 
all the expert means at your command 
not alone to place business, but to keep 
it in full force on the books, 
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py F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 

























ARCUS GUNN 
CONSULTING 
ACTUARY 


29 8. La Salle St. CHICAGO 
Telephone, Randolph 7684 


















| ce J. HAIGHT 
ConsgL Tue 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, [OWA 








D snwys C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 
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J. H. NITCHIE 
ACTUARY! 


1839 Asso Association Bldg. 198. aSalle St, 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 
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402-404 Kraft i 


REDERIC S. WITHINGTON 
F Buildin 
Tel. Walnst 3761 DES MO’ IOWA 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 


WM. R. MARSHALL, President 
The 60th Annual statement shows admitted 


Assets of 37,780,735 and the Insurance in Force 
$185,755,819-~a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 


holders during the year was over $4,388,000. 





€ 
W. A. R. BRUEHL & SONS 
Gen 


eral Managers 


Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 


CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 


OUTLINE OF ELIASON’S 
NEW BANK PLAN 
(CONTINUED FROM PAGE 4) 
ance premiums. Thus the insurance 
solicitor is advocating and promoting 
the idea of public thrift in addition to 
life insurance protection. 

Mr. Eliason has a copyrighted" set of 
rules and regulations which the deposi- 
tory bank makes a part of the insurance 
savings pass book and which author- 
ized the bank to pay out of the account 
the first premium note when presented 
and future premiums as they become 
due upon the presentation of the official 
company’s premium receipt. 

Under Mr. Eliason’s arrangements 
with his depository banks in Minneap- 
olis and St. Paul, in which cities the no 
part-time agents’ agreement is in force, 
Mr. Eliason has no agents in the banks, 
and the banks have no connection what- 
soever with the writing of life insurance 
either financially or otherwise. 


Samuels Sees Depression Passing 


There is no question but that the 
peak of the period of depression is past, 
according to C. S. Samuel, vice-presi- 
dent and general manager of the Oregon 
Life. Mr. Samuel states that his com- 
pany did a great deal more business in 
October and November than for the 
same two months last year. The com- 
pany’s business is constantly reaching 
more territory. 

The 16th annual convention of the 
Oregon Life will be held at Portland 
Jan. 12-13. 


Many Farmers Lapsing Policies 


Des Moines life insurance men are 
finding it difficult to keep their farmer 
policyholders from permitting their pol- 
icies to lapse. One company reports 
that 40 per cent of its farm policies 
have been permitted to lapse, represent- 
ing a loss of millions of dollars in life 
insurance. Farmers state that with 
prices as they are, they cannot meet 
the payments and the companies are 
seeking to devise some method of tid- 
ing them over the present period of 
depression. One of the benevolent or- 
ganizations is arranging some plan of 
assistance to take care of delinquents 
that are preventable. 


Will Increase Its Capital 


The stockholders of the Life & Cas- 
ualty of Nashville, Tenn., have voted 
to increase its capital from $350,000 
to $500,000. The company has gained 
about $450,000 in assets-this year. It 
wrote life and accident insurance for a 
number of years but added a life de- 
partment three years ago. It has about 
$50,000,000 of life insurance in force. 
The Life & Casualty is organizing a 
sales force to write ordinary business 
exclusively in Nashville next year. As- 
sistant Secretary H. J. Longwell will 
have charge of this new department. 
He has already 15 solicitors. The de- 
partment will be on the first floor ‘of 
the Life & Casualty building. 





WANTED 


A good personal producer with several 
years life insurance experience desires a 
position as supervisor or manager. Ad- 
dress 27-K, care National Underwriter. 














DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 














Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 





Wau & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS, CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 























PART TIME QUESTION IS UP 





Minnesota Association Again Meets 
This Feature in Impor- 
tant Case 





An interesting question has arisen 
with the Minnesota Life Underwriters 
Association over the part time subject. 
It seems that the association recently 
passed a rule aiming at the reduction 
of part time men. Frank T. McNally. 
general agent of the Massachusetts Mutual 
Life made a contract with the Sexton 
Agency, one of the large fire insur- 
ance firms in Minneapolis. Mr. McNally 
went before the executive committee 
of the Minneapolis association for two 
hours which resulted in his sending in his 
resignation to the Minneapolis association. 
It was stated that other general agencies 
in Minneapolis had cancelled a number of 
part time contracts and J. Walker Godwin 
of the Penn Mutual, former president of 
the association, said that no exception 
should be made with Mr. McNally, 


Mutual Life Forces Meet 

About 20 members of the Wisconsin 
agency forces of the Mutual Life of 
New York, under the chairmanship of 
Bruce Whitney, manager, took part in 
the discussion on how to meet the man 
who needs life insurance but does not 
think he needs it, at a meeting of the 
agency forces in Milwaukee, Friday 
night. In cennection with the series of 
weekly meetings of the agency forces, 
the subject of “Psychology of Sale,” 
will be discussed after the holidays. 


Chicago Commerce Committee 

At the annual meeting of the Chicago 
Association of Commerce last week, 
Harve G. Badgerow of the Rockwood- 
Badgerow Company was elected general 
chairman of the insurance committee. 
Edgar C. Fowler, New England Mutual, 
was chosen as chairman of the life in- 
surance section, the committee members 
being: Darby A. Day, Mutual Life of 
New York, Edward A. Ferguson, Union 
Central Life, Ralph H. Hobart, North- 
western Mutual and John J. Stevens, 
National of Vermont. 


Provident s & T Plan Approved 


The Provident Life & Trust stock- 
holders have approved a plan submitted 
by the directors for the separation of 
the insurance business from the trust 
business. If the policyholders approve 
the plan as undoubtedly they will, the 
Provident Mutual Life will be organized 
to take over the life business and the 
Provident Trust Company will take 
over the trust business. 


Mutual Benefit 

The Mutual Benefit Life makes the fol- 
lowing dividend announcement: 

“Policyholders and agents of the Mu- 
tual Benefit will be pleased to know 
that the directors have felt justified in 
authorizing a continuance of the cur- 
rent regular dividend scale for the year 
1922. This is the scale which was 
adopted in 1915 and which has been 
maintained without change during the 
period of the war, the influenza epi- 
demic, and the period of unusual business 
and financial conditions following. The 
cost to old policyholders of carrying 
their insurance in 1922 will consequently 
be less than it has been in 1921. The 
Mutual Benefit apportioned regular divi- 
dends of over $9,500,000 for 1921.” 


MR. AGENT! 
Do - care for QUALITY, not 
Sound i 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 





THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICE! 


WRITE THE HOME OFFICE 

















A Penn Mutual Premium, less a Penn Mu* 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
‘or net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











Eureka Life 


Insurance 


OF BALTIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 














The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 











Our Complete Protection 
Combination is the ideal form of 
insurance coverage 
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Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 





Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 





ALFRED CLOVER 
General Manager, Chairman Board of Directors 
LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 
CHICAGO ILLINOIS 














NATIONAL RESERVE 
LiFe INSURANG CO 


GEO. GODFREY MOORE, ®reestenr 














HOME OFFICE: TOPEKA, KANSAS 





Maybe you are the man we are looking for! 





Maybe we are the company you are looking for! 





WE ARE ANXIOUS to get in touch with three or four REAL LIVE Life Ine 
surance salesmen who are anxious to make a name for ves in the insurance 
world. We don’t want just ordinary salesmen. We want men in whom we have 

ice, men whom we can put in big places of trust. 

WE ARE, WITHOUT A DOUBT, the fastest growing life insurance com 
in the Middle West, having written an average of A MILLION A MONTH DU NG 
THE PAST NINE MONTHS. 

We CONTEMPLATE going into Oklahoma, Texas, Missouri, Nebraska and 
Iowa next » Ga enn enatoun to aut oe aes Eee up for these states as State 
Agents. If you think you can quay. write us right away. Get your name on 
the dotted line. We are writing the newest, very latest up-to-the-minute con- 
tracts in life insurance. For instance, the talk of the insurance fraternity will be 
about our new 20 PAY $5,000 CONTRACT WITH RETURN PREMIUM which pays 
out in eleven years. If there is anything new in life insurance, you can depend 
on it, we'll have it first. 


ern. GIVING PAST EXPERIENCE AND PRESENT EMPLOY- 
‘ CORRESPONDENCE STRICTLY CONFIDENTIAL. 


Write for full particulars. GEORGE GODFREY MOORE, President 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-O- 
Contract direct with the 
Company. 

-f}- 
Over $125,000,000 of in- 
surance in force. 

-f- 
The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 


“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 


Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 

















The Prudential Insurance 
Company of America 


. aes President ————- 


Incorporated Under the Lawe of the State of New Jeresy 



































Each One of These is a Real Help 


The National Underwriter 
Life Insurance Edition 


Weekly, $3.00 per year. Devoted to news, statistics and 
saesmanship. Special salesmanship section each week. 
Weekly supplement to the Unique Manual-Digest and 
Little Gem Life Chart, showing all changes in policies, 
rates, values, dividends, etc. Every life insurance office 
needs this great service. 


The Insurance Salesman 


Monthly, $2.00 a year. Companion monthly publication 
to The National Underwriter. Devoted exclusively to life 
insurance salesmanship. Has helped thousands of agents 
definitely to increase their production. Successor to the 
life department of Rough Notes, of Indianapolis, for 40 
years one of the standard insurance papers. 1920, absorbed 
Life Insurance Independent of New York. 


The Unique Manual-Digest 


Standard life agents’ field book showing for all companies, 
250 in number, thoroughly and in detail, annual state- 
ments, general information, analysis of policy contracts, 
premiums, cash, loan, paid-up and extended values, 
dividends, net costs and 100 pages of reserve, mortality 
and miscellaneous tables. Printed on thin paper, bound in 
covers, of convenient pocket size, 1,300 pages in all. The 
only “‘combination”’ book now issued, showing in a single 
volume all company rate and policy information. Pub- 
lished annually in May. Price $3.50. 


The Little Gem Life Chart 


The original vest pocket book, published for many years 
by Sampson Dawe of Boston. Contains the more impor- 
tant companies’ policies, rates, values and cost information, 
98 companies in all, with reserve, mortality and miscella- 
neous tables. Printed on finest “bible” paper, 200 more 
pages than nearest competitor. Also shows financial and 
insurance record for 5 years of all companies in the country, 
250 in number. Issued annually in April. Price $2.00. 


Anderson’s Selling Points Classified 


Is the book on life insurance salesmanship that we recom- 
mend. 164 pages of selling points classified according to 
the objections commonly offered by prospects, the ideal 
way of presenting this information. It contains most of 
the standard arguments and answers to objections met in 
selling life insurance. It has been the means of closing 
thousands of cases. The arrangement and brevity of 
statement of this book is its great merit. Price $1.00. 


The Diamond Life Bulletins 


For general agents and leading producers. A mimeograph 
and printed monthly service in two sections, Statistical 
and Salesmanship. The Statistical Section gives policies, 
rates, values, dividends, and net cost information in greater 
detail than is possible in any of the published books. 
Values and dividends at every age instead of at five year 
ages. Synopsis of company, policy plans, etc. Supplements 
and keeps up to date by furnishing new information within 
30 days of issuance throughout the year the Unique 
Manual-Digest and Little Gem Chart. 


The Salesmanship Section devoted to successful selling 
plans in use by the leading producers of the country. 


Jackson’s Easy Lessons in Life Insurance 


The best statement of the elemental principles of life insur- 
ance, easily understood. Accompanied by a Quiz Book of 
questions. Virtually a correspondence course on the sub- 
ject of life insurance. Price $1.50. 


The Medical Side of Field Work 


By Dr. Wm. Muhlberg. Gives the agent just the informa- 
tion he needs to talk life insurance sales manship from the 
medical side. It shows the agent how to handle “border 
line’ cases. Gives a working knowledge of the principles 
of life insurance medicine, a branch of field work which 
many agents have neglected. New edition just out, 
price $1.00. 





In addition to the above we publish many leaflets and books on life insurance and 


can furnish promptly the publications of all other publishers. 


We have a complete 


printing office and bindery especially equipped to do insurance work and get out 


attractive advertising literature. 


The National Underwriter Co. 


CHICAGO 
175 W. Jackson 


NEW YORK 
75 Fulton St. 


CINCINNATI 
420 East Fourth St. 








